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Was The ‘‘City of Brotherly Love’’ 
Dedicated To a Woman? 


Before William Penn’s first visit, he had named 
the capital city of his Pennsylvania colony. Historians 
have long pondered why he called it “‘Philadelphia.~ 
Perhaps he, being a religious man, was commemorat- 
ing Biblical ‘‘Philadelphia.” Perhaps he was com- 
bining the Greek words Philos and Adelphos, which 
together mean “brotherly love.” But Philadelphia 
was popular as a girl’s name in those days and much 
evidence indicates he was remembering the given 
name of a lost love of his youth! 


Dedicate a Penn Mutual “Independence Plan” 
To The Security of Your Loved Ones 


Regardless of the actual origin of the name, Penn’s city was certainly 
founded on the principles of **Brotherly Love.”’ He promised liberty 

> of conscience, religious tolerance and peace—standards of life that 
were to become the common heritage of all Americans. 


The whole concept of life insurance is based on Penn's creed. Millions 
of Americans show that they believe in it by the purchase of insurance 
to provide protection for their families. But remember—beyond 
its principal purpose—insurance can do much for you during your 
own lifetime. 


Back of A flexible Penn Mutual “Independence Plan” can provide the money 

your independence P to pay for a college education. It can protect your family against 

stands The A future mortgage obligations. And it can assure you of a comfortable 
PENN MUTUAL yy income, when retirement time comes. 


Your Penn Mutual Underwriter will gladly explain just how a Penn 
Mutual “Independence Plan” can be tailored to your specific needs. 
Call him today for friendly, competent and confidential advice. 





THE PENN MUTUAL LIFE INSURANCE COMPANY + INDEPENDENCE SQUARE, PHILADELPHIA 
PENN MUTUAL ADVANCEMENT OPPORTUNITIES GO TO PENN MUTUAL MEN 


FRIDAY, FEBRUARY II, 1955 


















MR. AGENCY BUILDER:— 
You'll never know what Fortune your Future holds until You see 


the NEW Golden Rule Agency Builder's Contract 
offered by 


THE GOLDEN RULE COMPANY 


Liberal Rewards To Your Agents For r Helping You Build eS 
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Opportunities in: 


\. Arizona, California, Delaware, 


For Details of This \ Florida, Illinois, Indiana, lowa, 


GOLDEN 
OPPORTUNITY 


B33 $. 


aE? 


Kansas, Kentucky, Maryland, 
Michigan, New Jersey, North »~ 
Carolina, Ohio, Pennsylvania, 
Ay Texas, Virginia, Washington 
D. C., and West Virginia. 
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The COLUMBUS MUTUAL LIFE INSURANCE COMPANY 
Columbus 16, Ohio 
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Bankers L. & C. 


Add 260 to MDRT for ‘55, Joint Group A&H 


Denies FTC Charges Record Roster Predicted 


and Jurisdiction 


Says It Was Advertising 
a Plan of Insurance 
Not a Policy 


Bankers Life & Casualty is denying 
the federal trade commission allega- 
tions that its advertising has been 
false, misleading and deceptive, and is 
also challenging the jurisdiction of 
FTC, counsel for the company de- 
clared as the hearing of its case got 
under way at Chicago Tuesday before 
Examiner Loren Laughlin. 

There is a widespread interest in the 
Bankers L.&C. case, and 20 or so ob- 
servers were in the hearing room in the 
U. S. courthouse as the proceedings 
began. The crowd dwindled, however, 
as it became obvious that a day at least 
would be required simply for FTC to 
put its exhibits in as evidence. 

Raymond Hays and Robert Sills 
acted as counsel for FTC, with Mr. 
Hays handling the case initially. He 
said a comprehensive subpoena has 
been served on Bankers to produce its 
1954 advertising matter. Activities 
against which FTC has made charges, 
as of the time the complaint was filed, 
were not regulated by all states, and 
the jurisdiction of the commission is 
clear, he maintained. 

Charles S. Short of the Chicago law 
firm of Brundage & Short represented 
Bankers. One of the most important 
aspects of Bankers’ defense against the 
charges, he said, will be the distinction 
between the advertising of individual 
policies and the advertisement of a 
plan. Bankers used exclusively the lat- 
ter approach, he declared, and did not 
advertise any particular policy. This 
line of defense has not been brought 
up by any other insurer charged by 
FTC. Mr. Short was, of course, allud- 
ing to the White Cross plan of Bankers, 
under which there are a number of 
policy combinations available. 

Bankers has eliminated all matter 
complained of by FTC, Mr. Short ob- 
served, saying it thus becomes a moot 
question to argue the point of mislead- 
ing statements. He implied that Bank- 
ers could not accept a cease and desist 
order if it were not practicing the acts 
alleged to be wrong. 

By the conclusion of the first day, 
FTC had submitted 143 exhibits in ev- 
idence. For the second day the plan 
was to have the subpoened advertising 
material of 1954 reviewed and used, 
as FTC desired, as evidence. 

The first 69 exhibits were tear sheets 
of newspaper advertisements devel- 
oped at the home office of Bankers 
and printed in various cities. There 
were 74 exhibits of divers direct mail 
ads. At the start of the hearing the ads 
were introduced one by one, with a de- 
sription of each given either by Mr. 
Hays or Mr. Short. When this process 
showed signs of becoming impossible, 
it was agreed that whole gobs of ex- 

(CONTINUED ON PAGE 23) 


NEW YORK—tThe second list of 
qualifiers for the 1955 Million Dollar 
Round Table was released this week 
by Chairman George B. Byrnes, gen- 
eral agent here for New England Mu- 
tual Life. 

The list includes 260 qualifiers 
whose applications were approved be- 
tween Dec. 31, the cut-off date for the 
first list, and Jan. 31. These are di- 
vided among the five MDRT classifi- 
cations as follows: Life and qualify- 
ing, repeating, 86; life members, 44; 
life and qualifying, first time, 41; 
qualifying and repeating, 37; qualify- 
ing, first time, 52. 

The first list included 273 qualifiers, 
bringing the total through Jan. 31 to 
533. This compared with 407 applica- 
tions approved through Jan. 31, 1954. 
There were 1,492 qualifiers for the 
1954 Round Table and it is expected 
the number will be larger this year. 
Closing date for filing applications is 
March 15. 

This week the MDRT executive 
committee is meeting at Sea Island, 
Ga., to continue work on plans for the 
1955 meeting, to be held at the Green- 
brier Hotel, White Sulphur Springs, 
W. Va., June 27-30. 


s . 
Following is the second list of qual- 
ifiers: 
LIFE & QUALIFYING, Repeating 
J. M. Abramowitz, Lincoln National, Balti- 
more; David Adelman, Mutual Benefit, New 
York City; D. W. Ashley, Northwestern Na- 
tional, Fort Worth; Paul Audet, Prudential As- 
surance Ltd., Quebec City, Can.; Wm. Ayde- 
lotte, Travelers, Schenectady; Jacques ate 
Mutual of N. Y., Chicago; Sam Baum, G 
an Life, Denver; W. A. Bethune, ae 
Standard, Charlotte, N. C.; Harry Beube, Great- 
West Life. Hamilton, Can:; P. V. Birmingham, 
Phoenix Mutual, St. Paul; Fred Brand, Jr., 


Connecticut Mutual, Pittsburgh; I. H. Brew- 
ster, Phoenix Mutual, Pittsburgh, Pa.; J. E. 
Bromley, Massachusetts Mutual, Battle Creek; 
T. J. Brownlee, Equitable Society, St. Louis; 
George B. Byrnes, New England Mutual, New 
York City. 

A. A. “ee. Northwestern Mutual, Min- 
Caputi, Fidelity Mutual, Prov- 
idence, R. I.; R. E. re Northwestern Mu- 
tual, Champaign, Ill.; E. L. Collins, New York 
Life, San Francisco, Calif.; J. P. Costello, 
Southwestern Life, Dallas; M. P. Coyle, Phoe- 
nix Mutual, New York City; F. B. Ensminger, 
independent, Detroit; H. Evely, Prudential As- 
surance Ltd., Toronto; G. M. Galt, Massachu- 
setts Mutual, Pittsfield, Mass.; Henry Ginsberg, 
Gulf Life. iami; J. lasser, Continental 
Assurance, Chicago; R. G. hiladelphia 
Life, York, Pa.; S. S. Goren, Mutual of N. Y., 
New York City; L. G. Hardy, Imperial Life, 
Can., Toronto; R. A. Harrison, Franklin Life, 
Sacramento. 

. G. Hunt, Provident L. & A., Greenville, 
S.C.; Jack Isaacson, Metropolitan, Chicago; 
Gustave Jay, independent, Newark; Newton H. 
Johnson, independent, Toledo; E. L. Jones, 
Massachusetts Mutual, Detroit; H. P. Jones, At- 
lantic Life, Pittsburgh; J. E. Josephs, New 
York Life, Charlotte, N. C.; Herbert Paul Karl- 
sruher, New York Life, New York City; Na- 
than Karnibad, Massachusetts Mutual, Savan- 
nah; Nate Kaufman, Indianapolis Life, Shelby- 
ville, Ind.; J. T. Kehoe, Jr., Southwestern Life, 
Dallas; John Kellam, National Life of Vt., New 
Canaan, Conn.; W. J. Kinnally, Northwestern 
Mutual,, Milwaukee, Wisc.; M. J. Koch, North- 
western Mutual, Cincinnati, Ohio; P. E. La- 
Fagg Prudential Assurance, Ltd., Quebec 

y> e 


Lonnie Langston, Southwestern Life, Lub- 
bock, Tex.; R. A. Lauer, Northwestern Mutual, 
Cincinnati; Frank Lazarus, Paul Revere, Provi- 
dence; E. L. Leonard, New York Life, Winston- 
Salem, N. C.; H. R. Lindenberger, Ohio Na- 
tional, York, Pa.; Maurice Linder, Travelers, 
New York City; E. T. Lothgren, Northwestern 
Mutual, Providence; H. R. McCoy, Penn Mu- 
tual, Philadelphia; Tom McCreary, New York 
Life, San Francisco; J. L McDowell, New York 
Life, New York City; Kenneth R. Mackenzie, 
New England Mutual, — Louis Matusoff, 
Kansas City Life, Dayton; R. a; Na- 
tional Life of vt, Binghamton, N. Y.; D. 
Miller, Mutual of N. Y., Chicago; Frank ‘Na- 
than, New York Life, Los Angeles. 

D. C. Newton, Connecticut Mutual, Syra- 
cuse; F. B. Northrup, Jr., Mutual Benefit, Sy- 
racuse; A. M. Palmer, Massachusetts Mutual, 
Miami; C. C. Peck, Canada Life Assur., Toron- 
to; C. E. Pejeau, Massachusetts Mutual, Cleve- 
land; Milton Perlman, independent, Chicago; R. 

(CONTINUED ON PAGE 20) 


neapolis; N. G. 








Late News Bulletins 








Aetna Life May Build Second Home Office 


HARTFORD—Aetna Life is expected to reach a decision shortly, possibly 
this week, on whether to build a second home office outside of Connecticut. 
President Morgan B. Brainard told the annual stockholders’ meeting this 
week that if an east-west highway in Hartford goes through as planned, Aetna 
“reluctantly will be forced to build either on the Pacific Coast or in some 
centrally located state.” The company would continue to operate in Hartford, 
but the planned location of the highway would be so close to the present home 
office building that the planned $3 million expansion of the present structure 


could not be carried through. 


N. C. Bill Provides Free Look for A&H Buyers 


RALEIGH—Sen. James has introduced four more bills in the North Carolina 
legislature bringing to a total of 11 his bills covering A&H insurance. One of 
the four would provide for a 10-day period for the applicant to examine his 
policy before accepting it. Another provides for service for process on mail- 
order companies through the insurance commissioner. Another gives the com- 
missioner power to require the renewal section to be headed by a caption that 
s “plain and definite.” The other is identical with a house bill which re- 
quires photostats of the application to be attached to each policy. 


Zelle Chairman, Schmid President of Missouri 


H. G. Zelle has been named to the new position of chairman of Missouri Ins. 
Co. Succeeding him as president is E. A. Schmid, formerly vice-president and 
treasurer. S. G. Koewing was advanced from assistant treasurer to treasurer, 
and J. Glennon Schreiber was named assistant treasurer. 

No change in company management is contemplated by these moves as Mr. 
Schmid will continue as president of Mutual Bank & Trust Co. 

Insurance in force increased $14,521,914 during 1954, bringing the total to 

(CONTINUED ON PAGE 2) 





Meet at Chicago 
Features Fine Card 


Conference-Bureau 
Innovation Draws 
Attendance of Over 400 


Teaming up at Chicago this week, 
H&A Underwriters Conference and Bu- 
reau of A&H Underwriters staged one 
of the most successful group meetings 
ever held. The joint program compre- 
hensively covered a multitude of the 
problems facing the group A&H busi- 
ness today, featuring an exceptionally 
strong array of speakers. Each of the 
more than 400 persons attending had 





fee 


J. W, Scherr, Jr. 


opportunity to get themselves on the 
program through the various question 
and answer periods or through the 
popular workshop sessions Tuesday 
and Wednesday mornings when there 
were several concurrent round table 
discussions. 

The program got in high gear right 
from the start, with opening remarks 
by the conference president, J. W. 
Scherr, Jr., executive vice-president of 
Inter-Ocean; John P. Hanna, manag- 
ing director of the conference, and 
George E. Light, group secretary of 
Travelers and chairman of the bureau 
group and statutory disability commit- 
tee. J. F. Follmann, Jr., bureau gen- 
eral manager, made the closing address 
Wednesday. 

Discussing the health insurance pro- 
gram for federal employes, Henry S. 
Beers, Aetna Life, termed premature 
a report that his company will be the 
issuing insurer for this group. He 
pointed out the bill under which the 
program will .be set up is still in the 
drafting stage and will not go to con- 
gress until late this month or early in 
March. Only after the bill is passed 
will the insurer be selected. He also 
made it clear that selection of the issu- 
ing company will not be made on a 
basis of claim facilities. In the report 
identifying Aetna as the issuing com- 
pany it was stated the desirability of 
having wide spread claim-office facili- 
ties was a principal factor. Because of 
the high premium volume that will be 
required of the issuing company, and 
the fact that it must be licensed in all 
states, he said only a few insurers 
would qualify. 

Representatives of both insurers and 
federal employes were consulted be- 
fore drawing up the program, Mr. 

(CONTINUED ON PAGE 22) 
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Says Major Medical Coverage May Hold 
Key to Future of Whole A&H Business 


The future of the A&H business is 
synonomous with the future of major 
medical insurance, A. M. Wilson, assis- 
tant manager of the A&H department 
of Liberty Mutual, said in his address 
before the joint group meeting of Bu- 
reau A&H Underwriters and H&A Un- 
derwriters Conference at Chicago. 

Mr. Wilson, whose company origi- 
nated major medical in 1948 as an ex- 
periment, described some of the ques- 
tions and issues that have arisen under 
this form of coverage, and the possible 
effects on the A&H business as a whole. 

The greatest number of people cov- 
ered under major medical have a lim- 
ited type of plan geared to produce the 
low rate, but this does not mean it rep- 
resents the choice of the insured, Mr. 
Wilson declared. The choice was not 
whether to buy broad coverage or lim- 
ited coverage, but to make a selection 
from what was offered. “The hand- 
writing on the wall is already clear 
that limited plans will not survive,” he 
said. “If it is true that broad coverage, 
when joined to a basic plan, produces 
such high costs that people cannot af- 
ford it, how will we prevent the people 
themselves from taking just one more 
step to the proposition that major med- 
ical expense is beyond the ability of 
the people to pay? 


“As I see it,” Mr. Wilson asserted, 
“we have ignored the real facts of ma- 
jor illness for a long time. We have 
been deluded by the magic word ‘pre- 
payment’ which, incidentally, is not in- 
surance at all. We have permitted the 
people to be persuaded into having a 
community project that we could all 
toss a few pennies a month into a pot 
and have our medical bills paid for 
...Hospital plans are considered good 
or bad based upon whether they pay 
the whole bill. Through advertising, 
people are advised to join the plan that 
pays the whole bill. Surgical plans 
were invented to ‘pay all.’ So, why not 
pay the non-surgical case as well? 
Thus, we now have major plans for 
minor medical. Year after year the 
amount that has to be thrown into the 
pot increases. With each increase, some 
supposedly minor item of coverage is 
added to make the increased premium 
more palatable, only to find after an- 
other year that the minor additional 
coverage has produced major losses. 
We have now reached the point where 
thinking men know that there is but 
one sound way to end the series of 
abuses and economic waste that have 
brought basic coverage to the brink of 
no return, and that is to introduce a 
deductible for minor medical. What is 
more, a man is no longer classified 
as a reactionary for advocating it.” 

Mr. Wilson, remarking that some 
Blue Cross-Blue Shield plans are in- 
troducing deductibles, noted that others 
are adopting forms of major medical 
without deductibles, and this will com- 
petitively influence coverage. The day 
is coming when broad coverage major 
medical will be written at a rate nec- 
essary to support it and be financed in 
part out of savings resulting from the 
deductible placed on the basic cover- 
ages, he said. 

A basic deductible and a broad form 
major medical will bring about the end 
of uniform rating for all classes of peo- 
ple, he predicted. 

The first major conflict of opinion to 


arise, following the proof that major 
medical could be underwritten, was 
that of integration of this coverage 
with existing insurance. Mr. Wilson 
said initially Liberty Mutual was not 
concerned with integration, but there 
were those in the business who felt 
it should be integrated and that integ- 
ration should be an objective in the 
experiment. Major medical was talked 
about as the newest addition to the 
family of A&H coverages, and as such 
took its place at the end of the parade, 
following hospitalization, surgical and 
medical, and “that army of frill cov- 
erages born out of the heat of com- 
petitive enterprise.” 


However, it had been determined 
that the cost of major medical could 
be high and if it was at the end of the 
line of group coverages, the amount 
left over to support broad protection 
was not sufficient. Out of this situa- 
tion there developed a number of sig- 
nificant opinions on the whole question 
of this type of insurance. 

Among these Mr. Wilson mentioned 
the issue of the major medical deduc- 
tible versus full payment for minor loss 
in the so-called basic coverage. The 
deductible in major medical might be 
established to start with basic cover- 
age features and continue to the point 
beyond which further out of pocket ex- 
pense by the insured would create a 
major hazard. Major medical. could 
then take over to assume 75 or 80% 
of the loss. Thus there were created 
deductibles of flat amounts, regardless 
of insured’s income, ranging from $50 
to $500, or deductibles geared to in- 
come such as 1%, 2%, 3% or 5%, sub- 
ject to minimums and maximums. 
There are deductibles based on a cal- 
endar year basis and on a disability 
basis, but Mr. Wilson pointed out the 
difficulty arising out of this comes 
from the question in the mind of the 
insured who is paid the full cost of his 
hospital care, a $5 or $10 surgical ex- 
pense, a $2 or $3 office call under one 
policy and under the other must spend 
his own money via a deductible when 
he has a severe and costly illness. 
There is a question of fundamental ap- 
proach, Mr. Wilson said: “Should 
broad coverage for major medical be 
eliminated by a deductible approach to 
maintain false economic concepts in- 
herert in basic group insurance plans 
or should the deductible idea be intro- 
duced into basic group insurance plans, 
so the savings resulting from payment 
on small claims can be used to sup- 
port broad coverage from major loss- 
es?” 


Another issue of opinion is that of 
terminating benefits after a specified 
period of time. Some plans now on the 
market limit benefit payments for any 
one injury to one or two years, but 
there is a question about the expenses 
in the third, fourth and fifth year. If 
there is an expense after two years, 
is it not a major medical expense be- 
cause it was preceded by one or two 
years of expense? To carry major med- 
ical over a longer period of time, up 
to the point where the maximum is 
exhausted, requires careful reserving 
by the insurer, and Mr. Wilson men- 
tioned that this is a basic element of 
insurance. 

With the idea of limiting coverage 
to one or two years, there came the 


increase in maximums, so that there 
were plans limiting the time during 
which expenses were covered, but pro- 
viding as much as $10,000 or even $20,- 
000. “What will the people say when 
they begin to realize that except for 
the very wealthy person, a $20,000 
maximum with a two year limita- 
tion could provide considerably less in 
benefits than a $5,000 maximum with- 
out such a time limit?” 

It is easy for the insurer to set up a 
proposition that if medical expense in 
any given period of time, such as 30 
or 60 or 90 days, is not sufficient to 
equal the deductible, there is no major 
expense, and therefore no coverage. 
Some plans pay no benefits for any 60 
or 90 day period in which the expense 
is not equal to or in excess of the de- 
ductible. This eliminates some minor 
prolonged expense from building up to 
a major medical loss, and eliminates 
minor expense following a serious ma- 
jor expense, but Mr. Wilson said it 
also introduces a time element into an 
economic problem of major illness 
which places an arbitrary control over 
benefits which in an individual situa- 

(CONTINUED ON PAGE 21) 





R. G. Stagg Rejoins 
Lincoln National 
as Vice-President 


Ronald G. Stagg, after an absence of 
eight years during which he served 
successively as 
president of 
Northwestern Na- 
tional Life and as 
a vice-president of 
Prudential, is re- 
joining Lincoln 
National Life as a 
vice-president. 

Mr. Stagg began 
his career with 
Canada Life in 
1925, joining Lin- 
coln National two 
years later. He 
was promoted to actuary in 1944 and 
to 2nd vice-president a year later. He 
initially was vice-president and ac- 
tuary of Northwestern National before 
being named president in 1947. He 
went with Prudential in 1952 as vice- 
president in charge of general office 
administration. 

A fellow of both Society of Actuar- 
ies and Institute of Actuaries of Great 
Britain, Mr. Stagg has served the ac- 
tuarial society as vice-president. He 
also has been chairman and a member 
of various joint committees of Amer- 
ican Life Convention and Life Insur- 
ance Assn., and additionally served for 
three years as a director of the latter 
organization. 





Ronald G. Stagg 


Supreme Court Refuses 
United's Petition on 
Cal. A&H Complaint 


The Supreme Court has refused to 
review efforts of United of Chicago to 
halt the _ disciplinary proceedings 
against it by the California insurance 
commissioner, who charged the compa- 
ny with misleading A&H advertising, 
fraudulent conduct in the sale of com- 
mercial A&H, and description of bene- 
fits of particular policies without ref- 
erence to exclusions, restrictions and 
conditions. United charged the com- 
missioner was discriminating against 
it because similar types of representa- 
tions had been used by other insurers 
in California for many years. 


McNAMARA CHAIRMAN 


C. G. Ashbrook 


New President of 
North American, Ill. 


Charles G. Ashbrook has _ been 
elected president of North American 
Life of Chicago, succeeding Paul Mc- 
Namara who becomes chairman. 

Harold Hornberger, actuary, H. O. 








Paul McNamara 


C. G. Ashbrook 


Cedarholm, secretary, and Daniel J. 
Uhrig, president of American Bakeries 
Co., Chicago, were elected to the board 
to fill the vacancies caused by the re- 
tirement of Earl S. Ashbrook, W. O. 
Morris and John A. Risk. 

Mr. McNamara, a son of the founder, 
John H. McNamara, joined North 
American in 1916. He was named vice- 
president in 1927, executive vice-pres- 
ident in 1944 and president in 1951. He 
has been a director since 1922. 

Mr. Ashbrook has been with the 
company since graduation from Denni- 
son University in 1921. Elected to the 
board in 1938, he was made vice-presi- 
dent in 1944 and executive vice-pres- 
ident in 1951. Active in affairs of 
LIAMA, Mr. Ashbrook is a past chair- 
man of its A&H section and also cur- 
rently is chairman of the agency ad- 
visory committee of H&A Underwrit- 
ers Conference. 

North American made record gains 
in all categories last year. New paid 
life insurance totalled $33,040,540 and 
insurance in force gained $15,117,843 
to total $190,256,296. Assets rose $2,- 
634,514 to total $36,993,261. Capital and 
surplus reached a new high of $2,931,- 
045. A&H premiums at the year end 
totalled $1,607,498, an increase of about 
16%. 


E. H. O’Connor Reviews 
Compulsory Bills at 
Economics Society Meet 


Edward H. O’Connor, managing di- 
rector of Insurance Economics Society, 
reported on pending legislation on 
compulsory sickness insurance at a 
meeting of the executive committee 
this week in Chicago. Orville F. Gra- 
hame, vice-president and_§ general 
counsel of Massachusetts Protective 
Association and Paul Revere Life, was 
chairman. 

Reports also were presented by Mr. 
Grahame, who is chairman of the plan- 
ning and finance committee, and Rob- 
ert D. Wisely of North American Ac- 
cident, treasurer. 

Mr. O’Connor mentioned the intro- 
duction of compulsory sickness insur- 
ance bills in Arizona, Connecticut, 
Massachusetts, Michigan and Nevada. 
He warned that with the political sit- | 
uation such as it is in Massachusetts > 
there were fears of unfavorable legis- 
lation being effected. | 
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He referred to states which already 
have compulsory sickness plans, men- 
tioning that in California and New 
York bills have been introduced to 
liberalize present laws. 
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C. finent [ C. es 
GENERAL OFFICES: CHICAGO, ILLINOIS 
AnnuaL FinancraAL STATEMENT 
Continental Casualty Company Continental Assurance Company 
and its subsidiary Transportation Insurance Company F 4 
Consolidated Financial Statement—December 31, 1954 , Financial Stetement-—-Decomber 53, 1906 
ASSETS ASSETS 
PEE Ee Ee ee re Ce ney rn eee $ 17,391,558 NI 6 ii ska ia ak ae are eee A ae ako 60% $ 6,240,154 
United States Government Obligations......... 56,713,262 United States Government Obligations see e eens 26,162,615 
Canadian Government Obligations............ 6,008,903 Canadian Government Obligations. ........... 1,315,240 
Other Public Bonds...................22..- 71,628,146 Other Public Bonds ....................... 12,985,577 
se Public Utility Bonds....................... 64,443,640 
Public Utility Bonds....................... 776,246 ; ‘ , 
; Railroad Bonds and Equipment Trust Certificates 18,344,926 
Miscellaneous Bonds ...................... 2,018,872 . 
Miscellaneous Bonds .....................- 60,034,250 
Preferred: Sts... 5 sc es ce cc wees es 6,729,591 Wie Os kk cece cece ce 8,060,881 
Stocks of Associated Life Insurance Companies.. 12,984,091 pe a ee 14,606,210 
5 CaN Sow Once ed ww ates KRW E ROS He 41,798,814 Mortgage Loans ..... 2.0... cece cece eees 77,452,879 
Administrative Office Buildings.............. 8,444,988 Co EEE er et ee ee 9,099,637 
Net Premiums in Course of Collection. ........ 8,327,866 Home Office Building...................... 2,840,064 
(Not over 90 days past due) Other Real Estate Acquired for Investment..... . 22,603,146 
Accrued Interest and Rents.................. 1,002,389 Net Deferred and Uncollected Premiums...... . 11,725,405 
Accrued Interest and Rents and Other Admitted 
ON er RR OER oa in 5s, iG oS SS Ode dine 3,035,027 a ee ee 2,480,208 
ADMITTED ASSETS .................-.2-. $236,859,753 ADMITTED ASSETS .... cin ccc cc ccccccces $338,394,832 
LIABILITIES LIABILITIES 
Unearned Premium Reserve................. $ 54,282,402 Ns ook 5 5 avn 58 Chea eo’ Hones $246,906,681 
Reserve for Losses.................020008- 76,605,822 Pending Claim Reserve..................... 6,669,500 
Reserve for Loss Adjustment Expense......... 6,411,000 Premiums Paid in Advance. ................. 20,909,315 
Reserve for United States and Canadian Additional Funds Held for Policyholders....... 12,799,846 
Income Taxes and Excess Profits Taxes. ..... 7,372,819 Reserve for Taxes.................2--2000- 2,543,763 
‘Reserve for Other Taxes.................... 3,444,243 WOWHORH RUNING ©. Soo 5 os it ww kets eee ees en 6,198,968 
Miscellaneous Liabilities ................... 3,337,602 Miscellaneous Liabilities ................... 4,521,532 
Minority Shareholders’ Interest in Subsidiary. . . . 324 Security Valuation Reserve.................. 6,695,823 
Total Liabilities ... 0.0... ccc cc cee $151,454,212 Total Liahilities ..... 2... ccc ccc ccc ccces $307,245,428 
General Contingency Reserve................ $ 29,681,343 Group Contingency Reserve................. $ 3,145,000 
Capital (Shares of $5 Par Value)............. 10,000,000 Capital (Shares of $5 Par Value)............. 6,500,000 
Tere rrr ee et Tere 45,724,198 aR RS pe eee ae anes aera a ee 21,504,404 
Surplus to Policyholders................... $ 85,405,541 Surplus to Policyholders.................... $ 31,149,404 
I x ghacieciaals 44 4 es 4 eae ee de $236,859,753 ER i ing 6 CAE C6 OSes nee eeaen $338,394,832 
All securities are carried in accordance with the requirements of the National Association of 
Insurance Commissioners as follows: eligible bonds at amortized values; insurance stocks at pro 
rata share of capital and surplus; all other securities at quotations prescribed by the Association. 
Consolidated net premiums written Insurance in force as of December 31, 1954 
IEE ook 0:5 9h eee SES aK Om $163,926,845 (“Paid-for” basis) .................46. $3,126,756,214 
Increase over 1953...........0....00 0 ee eee 21,557,356 Increase over 1953... 2... .... 000. eee 939,673,179 
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New Life-Stock Fund 
33% Oversubscribed 


The 1.4 million shares offered in the 
new investing company, Life Insurance 
Investors, Inc., were oversubscribed 
about one-third, according to the fund’s 
sponsors, J. C. Bradford & Co. of Nash- 
ville and White, Weld & Co. of New 
York City. The offering price was 
$16.25 a share. 

There is now a free market in the 
stock, currently 16% bid, 16% asked. 
The heavy oversubscription indicates 
that the sporisors had estimated the de- 
mand quite .conservatively, even after 
setting the number of shares at 1.4 mil- 
lion as against the originally discussed 
figure of a million shares. 

The oversubscription is regarded 
among securities men as evidence of 
buyer’s faith in the backers of the 
fund and in life company stocks as 
investments. It is said that buyers are 
in the main individuals rather than in- 
stitutions. It is also reported that buy- 
ers range all the way from the upper 
middle economic level to the extremely 
well heeled. 

Thus far there has been no definite 
indication as to where the money is 
coming from—individuals’ sale _ of 
bonds, stocks, mutual fund shares, or 
quite possibly the sale of life company 
shares. It is thought that a fund of this 
kind may have considerable appeal for 
those wishing to invest in life compa- 
ny stocks but preferring the diversifi- 
cation obtainable through ownership 
of shares in a mutual fund specializing 
in life company stocks. 


Mutual of N. Y. Passes 
$5 Billion in-force Mark 


Mutual of New York’s insurance in 
force has passed the $5 billion mark. 
At the end of 1954 the total was $5,- 
041,667,000 on 1,424,500 individual life 
policies and 12,500 certificates under 
group policies. The average size life 
policy issued during the year was $5,- 
353, a new high. There were 29,500 
A&H policies in force at year-end. 
These totals include Module coverages. 

Benefit payments rose to a record 
$141.2 million, of which more than 57% 
consisted of payments to living policy- 
holders. Death benefits on nearly 11,- 
000 lives totaled $60.4 million, a new 
high because of an increased number 
of policyholders and greater average 
policy size, but less than 43% of all 
payments. 








Pa. Agents Readying Fight 


Against SBLI Proposals 


HARRISBURG—Pennsylvania life 
insurance agents are again preparing 
to fight legislative proposals making it 
legal for mutual savings banks to un- 
derwrite and sell life insurance over 
the counter. 

Elbridge P. Bragdon, legislative 
chairman of the Pennsylvania Assn. of 
Life Underwriters, informed members 
“we have successfully opposed this 
type of bill for many years and will 
continue to do so. 

“You may as well anticipate that 
insurance and annuity contracts will 
again be considered as a_ possible 
source of tax income and this we must 
oppose,” he said in referring to Penn- 
Sylvania’s acute need for additional 
state revenue. 

The organization is planning to spon- 
sor a “legislative dinner” to which Gov. 
Leader and Insurance Commissioner 
Smith, both new Democratic officials, 
and members of the insurance com- 
mittees of both branches of the assem- 
bly will be invited. 


Figures from Life Companies’ Year-End Statements Shown 








Increase Surplus to New Ins. in Increase Prem. Benifits Total 
Total Policy Bus. Force Dec. In Ins. Income Paid Disburs. 
Assets Assets holders _ 31, 1954 in es 7 7 im . 
$ 

Babes: Tale: OND. osc dc nic se aes 87,749,651 7,173,209 7,150,104 58,476,098 400,536,627 28,132,858 9,673,428 3,520,390 13,686,793 
Bankers Union Life ........--..-- 11,147,490 1,245,488 1,676,204 3,765,988 42,500,660 2,227,674 1,593,172 525,464 999,176 
Coastal States Life, 9,377,981 1,917,863 934,101 24,981,018 103,107,567 24,245,540 3,347,112 431,532 3,440,955 
Franklin Life .. 291,017,810 38,347,986 26,250,000 399,620,754 3; _ 297,319 224,771,51 58,936,690 15,948,721 35,966,787 
Homesteaders Life. 8,368,291 549,698 811,287 7,261,600 603,219 900,696 1,820,099 820,402 1,870,071 
Home Life, N. Y. .. 304,774,386 19,541,170 14,928,080 234,439,401¢ 1, 300. 106,234¢ 169,389,931f 34,764,180 20,725,315 34,628,977 
Independent L. & A. 26,436,217 5,236,635 3,781,549 820,109,431 497,888,043 48,485,159 2,830,921 9,707,050 32,724,899 
BOUMMMEBOINE BAC. os ooc 6s sce cece 89,420,195 5,775,116 7,087,131 34,367,431 306,117,596 14,956,982 8,623,898 4,556,612 8,256,696 
Inter-Ocean, Cincinnati ......... 7,082,785 1,137,700 2,354,155 18,187,457 36,769,418 4,835,564 8,826,828 4,268,210 8,729 48) 
Jefferson National Life ........... 13,012,670 1,845,675 1,939,540 24,285,183 110,367,061 16,489,147 3,655,856 1,088,754 2,547,943 
Jefferson Standard Life .......... 392,001,019 36,383,684 51,000,000 165,985,224 1,324,440,513 89,200,268 40,496,607 ,403,3 31,259,309 
TE ee a ee eae 306,144,416 18,075,088 24,587,567 113,747,479 1,054,866,898 41,125,352 28,396,401 13,620,401 24,294,975 
DAUD NO oc esigssein es se 23,668,925 1,888,595 2,266,939 26,105,810 120,848,963 * 156,543 3,334,972 960,939 2/322/687 
Lincoln Liberty Life 22,818,303 1,737,121 2'959.611 10,778,834! 90,701,274 5,043,804 356,822 647,650 1,542,555 
Midland National Life 19,949,300 1,494,233 2,590,895 27,286,211 106,258,262 13. 528,127 2,644,346 649,976 1,290,343 
Minnesota Mutual Life 183,640,971 17,651,371 10,272,761 324,631,682° 1,294,332,670 236,176,271 26,692,687 12,984,862 21,704,199 
Monaren Life, Mass 52,300,438 7,284,868 9,832,730 62,846,475 281,239,376 37,687,832 21,882,708 665,888 17,910,523 
JSS a. ae 2,402,928,253 75,949,740 208,451,045 456,238,234 5,041,667,426 216,572,923 154,037,850 142,672,005 252,028 269 
PRMNONAE GEO, WE, 5:00 s:4:6:0:6:0:6 5450's 589,579,738 37,745,335 33,153,829 191,909,182  1,536,285,164 124,161,860 58,968,339 37,130,886 75,213,168 
Northern Life, Canada ............ 32,366,638 2,514,850 2,301,743 23,463,315 177,449,205 13,632,123 8,711,877 1,593,442 2,945,458 
Northwestern National ............ 264,765,962 18,563,633 14,471,262 238,699,434*  1,372,389,103* 200,278,517* 31,631,878 15,689,708 27,513,418 
SD MMMM |G 6:54.10 600s a 5's'459 00a 146,616,730 9,972,230 8,274,488 108,409,696 682,761,240 57,334,002 17,534,604 7,729,965 23,749,367 
Pacific National Life ........... 18,755,645 1,996,935 1,974,364 17,606,014 112,908,334 7,172,122 3,518,608 996,871 2,579,839 
EMAL occas aca wa vine sais eier 1,519,679,209 61,869,183 83,464,585 401,543,3625  3,587,890,110 194,285,621 99,460,978 77,578,239 136,914,649 
Peoples Life of Indiana .......... 30,571,313 1,922,924 2,000,000 13,133,034 129,404,607 5,095,116 2,916,871 1,202,481 2,155,833 
Security Mutual, of Binghamton ... 88,851,033 8.208.509 4,733,734 131,982,211 561,711,621 118,058,797 21,886,524 12,586,601 19,040,631 
en a 322,553,099 26,360,792 31,209,324 228.345.3823 1,211,600.658 146,540,725 40,227,819 18,124,273 51,058,504 
Standard Life of Ind. .......... 25,887,413 2,326,976 1,741,785 ‘14.544.118 83,085,233 7,413,871 3,292,109 1,037,452 2,547,447 
Union Central Life ...........-. 715,498,375 19,823,972 34,440,755 269,173,289***1,862,074,632***177,081,612***48,063,554 42,158,273 66,560,481 
Wivton) Wetisl Tile 2... cscs ssa 78,107,031 6,103,982 6,472,134 129,969,780 482,138,702 93,276,904 16,256,721 9,466,964 18,460,621 
United Benefit Life .............. 221,241,099 223.847.2000  28.691.087 293,808,151** 1,470,895,776%* 225,954,697** 49.032,092 19,689,214 35,631,278 > 
Union Nationl Life .............. 27,587,604 3,858,027 2.559.772 22,392,413 158,952,217 11,052,234 5,079,224 685,488 2,080,471 
Western States Life ............. 12,363,428 1,564,870 1,341,100 9,104,1878 58,274,487 5,582,635 1,913,137 249,928 837,391 

New husiness figures includes the following amount of revivals and increases for 1954: 1, $142,410; 2, $14,864,770; 8, $35,057,122; *, $905,590; 5, $1,467,883; ¢, 
$3286.052 

Figure “includes the following amount of group life for U.S. government employes: *$120,150,800; **$117,054,700 ; ***$69,101,200; +$54,159,000. 








Penn Mutual 
Makes General 
Rate Reduction 


Penn Mutual Life has made a gen- 
eral rate reduction and on the average 
a $100 gross premium now will pur- 
chase about 3% more insurance. For 
some ages and plans the increase 
ranges up to more than 10%. Addition- 
al rates for double indemnity gener- 
ally have been reduced 15 cents per 
$1.000 insurance. 

The interest rate on non-forfeiture 
values and optional deferred income 
policies has been increased from 2% 
to 244%. The change does not apply to 
dividend accumulations where the 
guaranteed rate continues at 24%4%. 

There have been substantial reduc- 
tions in many occupational ratings. 

Practically all policy forms have 
been revised under a newly-prepared 
policy edition. Almost all policies will 
contain two fewer pages. In the whole 
life policy form alone more than 1,000 
words have been eliminated. This re- 
duces the policy almost 20% in length. 
As far as possible all typing has been 
concentrated in the first policy page 
to simplify and speed issuance. 

The ordinary life form is now a 
whole life form and a series of life 
paid up at 85 forms has been printed 
so this plan no longer will be issued 
on forms used for other limited pay- 
ment plans. 

The automatic premium loan provi- 
sion of the new policy form permits 
not more than two consecutive pre- 
miums to be paid by automatic premi- 
um loans. Unless a third consecutive 
premium is paid in cash, or by execut- 
ing a premium advance if there is suf- 
ficient policy value, the policy will 
lapse. 

The dividend scale for new policies 
produces net costs approximately the 
same as for policies issued before the 
rate change. 


Nashville Insurer Formed 


Sovereign States Insurance, a life 
company with offices in Nashville, has 
been formed by a group which has 
operated Hospital Services for the past 
10 years. 

W. K. Howie, former general man- 
ager of American Life’s A&H depart- 
ment, is president of the company, 


which has opened offices in Memphis, 
Knoxville and Chattanooga. 

Other officers are Mrs. Elizabeth G. 
Howie. executive vice-president; K. M. 
Kile vice-president and agency direc- 
tor: L. W. Rhodes. vice-president, who 
is in charge of the Chattanooga branch; 
E. H. Proctor. vice-president and gen- 
eral counsel; L. G. Wood. secretary. 
and Dr. Z. C. Gammel, medical direc- 
tor. 

Plans call for expansion into other 
southern states. 


Bvrnes’ $6,370,813 
Month Sets a New 
N. E. Mutual Record 


NEW YORK—The George B. Byrnes 
agency of New England Mutual Life 
had a January paid-for business of 
$6,370,813, setting a company-wide all- 
time month’s pro- 


Fidelity Mutual Had 
$91,592,088 in 1954 
New Paid Business 


New paid business of Fidelity Mu- 
tual rose to a new high in 1954 of $91,- 
592 088. Insurance in force now stands 
at $859.829.725. Benefits paid last year 
were $15.952.624. A total of $2,896,481 
has been set aside for dividends in 
1955. 

A voluntary reserve of $1.3 million 
has been set up for asset fluctuation 
and further strengthening of policy 
reserves. This is in addition to a man- 
datory reserve of $1,356,360. Surplus in 
excess of these figures amounted to 
$12 696.127. 

The average size of new policies last 
year was $7,510, a new record. 








duction record. 

The previous rec- 

a. ‘54 Banner Year for 

was set by the 

same agency in Northwestern Mutual 
1953, when it was Besides a new production high of 
headed by Lam- $535 million, a 3% increase, North- 


bert M. Huppeler, western Mutual Life last year set 


who went to the 
home office as 
vice-president last 
year. 

The agency’s 
1954 production 


was $21.8 million, a $1.4 million in- 


records for the size of average policy 
sold, insurance in force and assets. 
The average policy sold was $7,416, 
a 5% gain. Insurance in force now ex- 
ceeds $7.5 billion on 1,536,870 policies. 





George B. Byrnes 


Assets increased $173 million to $3,- 


242.764,717. 


crease. For seven years in a row the 
agency has led the company. January 
was the 55th consecutive month in 


which more than $6 million was for 
federal income taxes. Interest earn- 


which the agency has had at least a ings after expenses amounted to 
million in new business. Production 3.52% and after taxes the net rate was 
runs about 55% pension business and 3.31%. 


45% personal and brokerage produc- _ Death benefits exceeded $70.5 mil- 


tion. 

Contributing $1,694,795 to the Jan- 
uary record was Henrikas Rabinavi- 
cius, who led the entire company in 
1954 for the third consecutive year 
with paid production of $2,848,857. 


million. Dividends to be paid policy- 


increase of $814 million. 





Conn. General Has Special 
$25,000 Minimum Plans 


Connecticut General has issued a 


Names Dr. Kelley, Powell 


Bankers Life of Iowa has named Dr. 
Newell R. Kelley associate medical di- 
rector and has promoted Floyd T. Pow- 
ell to field supervisor. 

Dr. Kelley for seven years has been 
assistant medical director for Phoenix 
Mutual Life. He is a graduate of Har- 
vard medical school. Mr. Powell has 
been with Bankers as an agent at Los 
Angeles since 1951. He will have head- 
quarters at the home office. 


policies with minimum face amounts 
of $25,000, called series 25. It includes 
ordinary life and 25-payment life 
plans. They will be written substand- 
ard as well as standard. The cash 
values and other non-forfeiture values 
for the new policies will be slightly 
reduced. 


lion and beneficiaries receiving settle- | 
ments on installments were paid $64 , 


holders in 1955 total $571%4 million, an 


Tax payments totaled $10,670,000, of 


new series of special non-participating { 
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Major Medical May 
Replace Group A&H, 
].E. Hellgren Says 


Major medical is not only the coming 
thing, but it may completely replace 

coup hospital and surgical plans, J. 
£. Hellgren of Lumbermens Mutual 
Casualty said at the combined meeting 
of Bureau of A&H Underwriters and 
H&A Underwriters Conference at Chi- 


0. 
with the proper deductible and 
with, perhaps, some element of co- 
insurance,” there is no reason why “a 
comprehensive medical plan should not 
replace all group lines except life and 
loss of income,” he said. 

Major medical has been a slow 
starter partly because of company re- 
luctance to enter a field lacking ex- 
perience and partly because the public 
is not ready to accept deductibles in 
health coverages. Mr. Hellgren opined 
that through proper education the pub- 
lic could be made to accept medical 
deductibles just as they do those in 
auto. 

Admitting that group A&H writing 
has about reached the saturation point 
as far as large industries are concerned, 
Mr. Hellgren urged an expansion of 
small group coverages. He emphasized 
that the only difference between in- 
suring 1,000 employes working for 65 
different concerns and 1,000 employes 
working for the same employer was the 
increased clerical maneuvering neces- 
sary—a problem easily solved by im- 
proved systems of handling and slight- 
ly increased rates. 

Pure group insurance may not be in 
the cards, according to Mr. Hellgren, 
and he offered as possible substitutes 
the insuring of persons in smaller in- 
dustries under franchise plans, or in- 
suring through employers’ or profes- 
sional associations. 

Mr. Hellgren deplored the practice 
of letting unions dictate coverages. Em- 
ployers should be guided by the insur- 
ance companies so that they are able 
to negotiate with the labor organiza- 
tions. Unions don’t want government 
in insurance any more than the indus- 
try does, he said, but more cooperation 
is needed to dispel disatisfaction with 
the present setup. 

Liberal coverages at low costs bring 
on few complaints. In order to build 
up public satisfaction Mr. Hellgren en- 
couraged group men to push the sale 
of fringe benefits. Dependents’ bene- 
fits, diagnostic x-ray, polio benefits, 
and all the other trimmings available 
should be used to further the good will 
of the industry to its insured. 

Among other suggestions made by 
Mr. Hellgren to improve public rela- 
tions were the selling of income pro- 
tection as an essential and basic part 
of hospital and surgical insurance and 
a solution to the problem of an insured 
employe who retires. 


Indianapolis Life, Kaufman 
Set Records in January 


Indianapolis Life’s January sales 
reached an all-time high, exceeding 
volume for the same month a year 
ago by 43%. 

Nate Kaufman, Shelbyville, Ind., 
established a single month company 
production record, writing $701,000. 
He submitted 43 applications for an 
average of $16,302. Mr. Kaufman has 
led the company during 12 of the 15 
years he has been associated with it. 


Atlantic National About Ready 
Atlantic National Life, the life com- 

pany in process of organization at 

Anniston, Ala., expects to have paid-in 





capital of $1 million by the time it be- 
gins operations in a few weeks. The 
company already has $500,000 of paid- 
in capital. 

President is A. C. Shelton, a former 
vice-president and secretary of Life 
of Alabama and an organizer of that 
company. 





Elect Blaul at New Orleans 


Richard F. Blaul, Pacific Mutual 
Life, was elected president of New 
Orleans Managers Assn. at its annual 
meeting. 

Paul Light, Travelers, was named 
vice-president, and Michael J. Kenne- 
dy, National L. & A. secretary. 


Booth, Ferguson Head 
Prudential Policy Depts. 


Prudential has appointed Richard H. 
Booth general manager of the ordin- 
ary policy department and Leslie I. 
Ferguson general manager of the debit 
policy department. Mr. Booth, former 
ly associate general manager, joined 
the company in 1934 and for a time 
was executive manager at Chicago. 
Mr. Ferguson, who joined in 1932, has 
been asssitant director of methods in 
the planning and development depart- 
ment. 

Others named in the ordinary de- 


partment were Everett J. Park, assist- 
ant general manager, and Gilbert M. 
Stout, manager of the ordinary pre- 
mium billing and accounting division. 
Mr. Stout, who succeeds Mr. Park, has 
been an assistant manager. 

Richard C. Kaempfer, formerly 
manager of the personnel division at 
Toronto, succeeds Mr. Ferguson in the 
planning and development department. 

In the law department, William C. 
Maloid and Donald B. Munsick, for- 
merly associate counsel, were ap- 
pointed assistant general solicitors, 
and August J. Mitchell Jr., an attor- 
ney, was named assistant counsel. 





WHO WRITES WHAT? 


WE bo! 


If you have a client whose income seems to leave no choice but Term, yet whom 


you know has a real need for permanent protection, better look at NWNL’s level- 


premium Elective Life. 


Issued either Par or Non-Par, ages 16 to 54, minimum amount $2,500, the 


Elective Life is a combination of Whole Life and Term providing large protection at 


very small cost. The policyowner can continue the contract on this basis to age 60, 


at which time he may elect a reduced amount of permanent Whole Life at the 


original low rate, or he may retain the full original amount as Term to age 70 at 


the same rate, or he may continue the full amount as Whole Life at an increased rate. 


The Elective Life offers cash values after second policy year; may be combined 


with additional Term riders; may be converted to other permanent coverage at any 


time up to age 60; and is issued substandard to 500%. 








SAMPLE RATE: Age 35, $10,000 Non-Par, $163.30 annually. Paid-up 
insurance end of 10th year, $1,640. Cash value end of 10th year, $900. 








For full details contact the nearest agency of 


NORTHWESTERN NATIONAL. LIFE 


OF MINNEAPOLIS 


40 years’ experience in brohenage sewice 


Seventh in a series 
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A WELL-BALANCED COMPANY 


New Pension Trust Policy 
Offers Unusual Flexibility 


In this new policy you may have insurance protection 
and retirement income in any desired proportion. Each 
benefit stands separately although in the same policy. 


A “‘stop-and-go”’ feature makes this policy 
of particular interest to the buyer. 


The plan is provided at a very low cost. Cash value 
is 90% of reserve the first year; 95% the second; 
and 100% the third. Annual dividends. 


‘*Redistribution’’ commission scale. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA © PENNSYLVANIA 





Disability Benefits 
in Minnesota 


The immediate threat of compulsory 
disability benefits legislation in Minne- 
sota has been squelched by a special 
advisory council authorized by the 
1953 legislature. 

The council, which voted 6 to 4 
against the move, filed a 104-page re- 
port of findings. The majority opinion 
was that there already exists adequate 
machinery for such needs, while the 
minority claim was that a large part 
of the state labor force will not get 
sickness and disability protection un- 
less the state intervenes. 

Another bill would provide for in- 
corporation of non-profit A&H organ- 
izations and give the commissioner the 
right to examine their books. 




























In Pacific Mutual’s 
SELECTION Process 


helped Arthur K. 
Coty (Los Angeles) 
determine that he 
could succeed, and 
opened the way for 
his meteoric rise to 
top rank standing 
in the Big Tree 
Leaders Club with- 
in his first year, and 


Life Advertisers Eastern 
Round Table Mar. 17-18 


Donald E. Lynch, director of public 
relations of Mutual Benefit Life, has 
been named chairman of the 1955 
Eastern Round Table conference of 
Life Advertisers Assn. The round table 
will be held in New York City Mar. 
17-18. 

Among the discussion leaders will be 
Leighton Harris of New England Mu- 


tual on how to merchandise a policy, 
Walter Harrison of Travelers on how 
to reach a specific market, Ted Ferree 
of New York Life on how to induce 
more agents to use direct mail, and 
Dudley Martin of Institute of Life In- 


to production lead- 
ership of the W. W. 
Stewart General 
Agency—one of 
Pacific Mutual’s 
foremost — in his 





The man with a 


@ SUCCESSFUL 
. FUTURE 


at hts 
fingertips 





Even before he calls on his first prospect, the Liberty 
Life representative can feel optimistic about his career. 
The reason is that he can expect a growing income 
...real opportunities for advancement...continued 
sales training...security for himself and his family. 
Liberty Life is the kind of company that the forward- 
thinking insurance man can be proud to represent. 


LIBERTY LIFE 
INSURANCE COMPANY 
Greenville, South Carolina 
Financial Freedom For The Family 





surance on how to develop news about 
a company. 

The conference annually attracts 
about 125 advertising, public relations, 
sales promotion and direct mail men 
and women of life companies on the 
east coast and Canada. 

Mr. Lynch has been with Mutual 
Benefit Life since 1953. He formerly 
was director of public relations of Life 
Insurance Agency Management Assn. 


Federal, Ill., Has Gains 


New business of $46,693,864, a gain 
of 14%, made 1954 the best production 
year for Federal Life of Illinois. In- 
surance in force reached $217,952,769, 
up $29,752,655.. Assets increased $1,- 
999,477 to $38,635,825. A&H premiums 
freee nearly 10%, reaching $3,043,- 
044. 

After strengthening special reserve 
funds and paying $150,000 for stock 
retired under the mutualization plan, 
surplus increased to $2,513,519. 


third year. 


Quality 
is the dominant 
objective in all of 
Pacific Mutual field 
procedures. 





iwetorh ate 


meine 


LIFE INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIF. 





Pension Conference to Meet 


American Pension Conference will 
meet Feb. 17 in New York City to 
discuss benefits, in addition to pen- 
sions, for retired employes. Gilbert W. 
Fitzhugh, 2nd vice-president of group 
insurance of Metropolitan will speak 
and a panel of conference members 
representing various fields will assist 
in the discussion period. 


LIFE Since 1868 » ACCIDENT Since 1885 
SICKNESS Since 1904 « RETIREMENT PLANS Since 1919 
GROUP INSURANCE Since 1941 





Conn. General to Vote on Directors 

The board of Connecticut General 
has recommended Albert C. Jacobs, 
president of Trinity college, Hartford, 











and Reese H. Harris Jr., senior vice- 
ie tc > Ps of the bay ag de- MANAGEMEN T 
pa ent of Connecticut Ban Trust 
Co., Hartford, for election as directors. CON SULTAN TS 





The election will take place Feb. 23. 
George E. Bulkley, who has been with 
the company since 1897 and now is a 
director, will be elected an honorary 
director at the first meeting following 
the Feb. 23 election. 





O’TOOLE ASSOCIATES 
Management Consultants 
To Insurance Companies 
Hooper-Holmes Bureau has opened a pis 

fe . o Quee ” Y. 
Canadian office at Calgary with Thom- is om eee “on si 
as Braidwood in charge. cee 
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St. Louis ‘Million 
Dollar Hour’ Offers 


Many Success Tips 


ST. LOUIS—Robert C. Newman, 
special agent New Englan' Mutual 
Life, gave the members of Life Un- 
derwriters Assn. of St. Louis some of 
the secrets in personal production that 
have enabled him to write and pay for 
$1 million or more in each of 32 years, 
including 14 years with $2 million or 
more in paid-for business, with an 
overall production of $52 million of 
ordinary and $47 million in group. He 
was a surprise participant on the pro- 
gram of the association’s third an- 
nual “St. Louis’ Own Million Dollar 
Round Table Hour”. 

“Success or failure in the life insur- 
ance business is just a matter of three 
extra calls on prospects each week,” 
Mr. Newman declared. “Most men fail 
in this business because they are not 
willing to make that extra effort to 
succeed. And the public has a better 
understanding of the value and need 
of life insurance protection today. 

Mr. Newman stated he had no spe- 
cial secret to successful selling and his 
best advice to young men entering the 
business would be to aspire to be good 
life insurance men. “How to do it, I 
just don’t know for sure. Just keep 
working and better organize your 
work.” He pointed out 84% of the men 
in the business know how to work, 
another 14% know how to work and 
to manage themselves, but the remain- 
ing 2% who attain the greatest success 
not only know how to work and man- 
age but also to plan their method of 
operation so that it will really work 
for them. 

He said he always plans his next 
day’s work and suggested making a 
plan of daily efforts and then getting 
that plan to work. If anyone just fol- 
lowed that simple formula day by day 
and did not become a million dollar 
producer within the next three years 
it was because he was willing to settle 
for less, he stated. “I don’t like to 
work,” he said. “All life insurance men 
like to loaf, but I do my loafing in the 
other man’s office. Since I don’t like 
to work I decided to make my work 
play and to play all day at it.” His 
record as a million dollar producer is 
said to be the greatest ever obtained 
by any individual life insurance agent 
in America. 

Other “million-dollar” speakers on 
the practical down-to-earth presenta- 
tion of basic selling attributes were 
Joseph W. Mooney, special agent New 
York Life who entered the business in 
1939, and Kenneth Spetner, special 
agent for Travelers who began in life 
insurance in 1949. 

Mr. Mooney said the business ad- 
vice he could give any new agent was 
that his present company had the best 
training program for him to follow. He 
contended that.if the agent would 
make the fullest use of all the train- 
ing facilities of his company and ad- 
here strictly to the production pointers 
that he learned thereby he would be 
sure to succed. 

As to his personal methods of sell- 
ing, he said he tries to train a pros- 
pect on the next step that is to be tak- 
en in attaining his ultimate life in- 
surance protection program, adding 
that in 1954 he wrote 21 persons each 
for $2,000 or less. “These small poli- 
cies are more important than many in 
life insurance seem to realize,” he said. 
“Last year 20% of my volume was on 
repeat cases. Your best prospect is al- 
ready in your policyholder file.” He 


also maintains a birthday card list of 
1,800 and usually follows up with a 
personal letter 18 to 20 weeks after the 
birthday. 

Commenting on the prospects for 
general business in 1955 with lots of 
money in circulation, more homes be- 
ing purchased and the stock market 
at high levels and fine dividend checks 
being sent to stockholders, he said: 
“We don’t have to do the selling job 
required in 1939. Our biggest compet- 
itor is our own other diversions and 
activities. If you will just control them 
you should do your biggest business in 
1955.” 


Mr. Spetner described how he uses 
the savings angle to interest prospects 
sufficiently to purchase life insurance. 
The plan came from his own per- 
sonal experience when a veteran life 
insurance agent discussed with him 
the need for saving something month 
by month, year by year. He pointed out 
the excellency of the time today to 
discuss personal savings with any 
prospect, since his accomplishments in 
1954 are fresh in his mind. 

He queries the prospect as to what 
he saved in 1954 and if he makes as 
much in ’55, what does he plan to save 


in that year from his untaxed income. 
He follows up with some statistics, 
such as the average person reaching 
age 65 having only $250 in cash and 
that bankers report that the average 
life of a bank savings account is only 
1% years. He explains that it is the 
opinion of experts on savings that to 
save money a plan is necessary with 
four basic principles involved: Set 
up amount planned to save; sufficient 
time intervals for contributions to the 
plan; the overall goal set, and getting 
going on the plan. Mr. Spetner then 
shows how he can set up such a plan 
for the prospect in his company. 
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Rist ae 
MASSACHUSETTS MUTUAL at new 
ALL-TIME HIGH LEVEL IN 1954 


JOHN W. YATES 
ROBERT L. WOODS, CLU. 
LAWRENCE E, SIMON 
DANIEL AUSLANDER, CLU. 
(left to right) 


Ordinary Life, New High SEN enédubbendscdsudeeesesedetéesesidccenne $438,076,750 
Previous High Level, DP Disks KoebeEbeeeettedeeededeseéasdsccsaunens $382,062,029 
Increase over previous all-time high.....csscccccccccccccccccccccccccecs $ 56,014,721 
LOS ANGELES AGENCY, John W. Yates and Robert L. Woods, C.L.U., General Agents, with 1954 


sales of $21,815,276 led the field and topped by $1,197,382 the previous all-time high for any 
Massachusetts Mutual agency. 


NEW YORK CITY AGENCY, Lawrence E. Simon, General Agent, November production exceeded 
the largest amount previously sold by a Massachusetts Mutual agency in any month, 








DANIEL AUSLANDER, C.L.U., New York City Agency, was the leading producer for the year. His 
November sales exceeded by $693,629 the previous all-time single month high for a Massachu- 
setts Mutual man, set in November, 1953. 


100 TOP PRODUCERS 1954 1949 


100 Leaders......ssecececcccescccscsees $125,718,806 $66,512,866 
Average Per MAN. ...ceeeeeccecccccccees $ 1,257,188 $ 665,128 
TOOtH Man. .....ssccccccceccccccecceces $ 657,532 $ 413,761 


LEADING AGENCY $21,815,276 $ 13,181,930 
ALL-TIME RECORD MONTHS 


Sales in each of 10 months exceeded the records for the corresponding months in all past years. 
January sales of $43,643,608 topped by $8,142,334 the previous record high for a single month 
set in October, 1947. 


RECORD-BREAKING QUOTA BUSTER 


$104,545,235 written in 33 Quota Buster Days exceeded by 33% the previous high level contest 
record made in 1953. 


MILLION DOLLAR PRODUCERS 


Each of 50 representatives placed over $1,000,000 Ordinary Life in the Massachusetts Mutual 
for a total of $86,044,399, compared with 15 million-dollar producers and $18,301,707 five 
years ago, 


MASSACHUSETTS MUTUAL 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 
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life insurance in force exceeds 

Life 
aan | 9700,000,000.00 

Group 

Franchise 

Hospitalization 
Brokerage PLUS: One of the most advanced agents 
Reinsurance training programs in the nation. . . 
Supervised offices ... Trained Group 
men to assist agents . . . An alert 





Theo. P. Beasley, President 


Underwriting and home office staff... 
Top commissions. 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


Home Office, Dallas 














OMAHA, NEBR. 





UNITED OF OMAHA’S 





Fiverybodys Talking About... 






ADVERTISED IN 





It’s the plan that’s being advertised in national magazines 
reaching millions of American families. It’s the plan tnat 
helped United of Omaha break all records with the largest 
single day’s business in its histcry. For complete informa- 
tion write today to Agency Department, United of Omaha. 


...Lhited 


OF OMAH 


MORE THAN A BILLION DOLLARS LIFE INSURANCE IN FORCE 


CANADIAN OFFICE: 
TORONTO 


New Sales Records Set 
by General American 


General American Life set new life 
insurance sales records in 1954, pro- 
duction exceeding $292 million. Ordi- 
nary sales passed the $67 million mark, 
an increase of 12%, and initial group 
coverage topped $225 million, includ- 
ing the company’s share of the gov- 
ernment’s group program. A&H sales 
surpassed those of the previous year 
by 7%. 

Insurance in force of $1,824,127,950 
represented a gain of $267,859,568. 
Benefit payments totalled $24,112,937 
and in addition dividends and experi- 
ence rating credits paid policyholders 
amounted to $5,566,000, an increase 
of $500,000. 

New ordinary production records 
were established in 1954, all states 
and territories in which the company 
operates. Twenty-two agencies had 
production of a million dollars or 
more. 





Equiowa Adds to Board, 
Advances Harper, Bahls 


Equitable Life of Iowa has named 
John P. Harper assistant general coun- 
sel and Carl R. Bahls assistant auditor. 

Named to the board were Ruben A. 
Rath, chairman of Rath Packing Co., 
Waterloo, Ia., and Frederick B. Whit- 
man, president of Western Pacific 
Railroad, San Francisco. 

Mr. Harper joined the company in 
1950 following 12 years in private 
practice. With the company since 1948, 
Mr. Bahls was named auditing assis- 
tant last year. 





Pru Names Long, Wachtel 


at Pittsburgh, Philadelphia 


Prudential has appointed Paul E. 
Long and Edgar M. Wachtel associate 
directors of agencies at regional head- 
quarters at Pittsburgh and Phila- 
delphia, respectively. 

Mr. Long, who joined the company 
in 1934 and most recently was man- 
ager at Pottsville, Pa., will assist 
Director of Agencies Wayne E. Philips 
in supervising district agencies in the 
Allegheny region. Mr. Wachtel, mana- 
ger at Louisville since 1952, went 
with Prudential in 1942. He is assigned 
to a similar position in the mid-At- 
lantic region under Director of Agen- 
cies Conger Brown. 





Confederation Sales Soar 


New life insurance issued by Con- 
federation Life rose to a new high in 
1954 of $126,872,104, an increase of 
$13,986,199. Total life insurance in 
force was $1,399,342,375. Assets of 
$318,391,782 reflected a gain of $21,- 
199,724. Total income was $57,758,537, 
premium income $45,565,897 and net 
income from investments $12,192,640. 
The latter represented an earned in- 
terest rate of 4.1%. Reserved surplus 
rose $2,457,865 to $24,327,078. 





O'Hara to Life of Virginia 


Robert L. O’Hara, assistant manager 
at Florence, S. C. for Metropolitan since 
1952 has been named manager there 
for Life of Virginia. He joined Metro- 
politan in 1949. 





Prudential Changes in Pa:, N. Y. 
Prudential has appointed Fred N. 
Dudgeon and Vernon D. Wiley in 
charge of district offices at Braddock, 
Pa., and Hempstead, N. Y., repectively. 
Mr. Dudgeon, who succeeds the late 
John Y. Thames, joined the company 
in 1937 and has served at McKeesport, 
Pa., Newark and Pittsburgh. Mr. Wil- 
ey, who succeeds Ivan Vrbanich, re- 
cently promoted to associate director 
of agencies at Brooklyn, went with 
Prudential in 1942. He has been at Bos- 








ton since 1952. 


Bridges, Meyer, Fuller 
Get High Agency Posts 


Indianapolis Life has advanced Ho- 
bart Bridges, Al Meyer and Darwin F. 
Fuller from field supervisors to assis- 
tant managers of agencies. 

Both Messrs. Bridges and Meyer will 
have headquarters at Indianapolis. Mr. 
Bridges, formerly an assistant manager 
for Mutual of New York, has been with 
Indianapolis Life since 1946. Mr. Meyer 
was an agency organizer for New York 
Life before going with Indianapolis 
Life in 1942. 

Mr. Fuller will have headquarters 
at St. Paul and be in charge of agencies 
in Minnesota, Iowa and North Dakota. 
He is a former agency director for 
New York Life and has been with In- 
dianapolis Life at the home office 
since 1940. 
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«There Goes The 
CI LCL 


Sure, we know that everybody 





wants a “Self-starter”, but 
we've got something HE wants 
—a new Direct Contract that’s 
a “natural” for the man who is 
going places and wants to cash 
in on the trip. 





We have an exceptionally fine port- 
folio of standard and special Life 
policies, plus accident, sickness, 
surgical benefit and hospitalization 
coverages. 


DIRECT AGENCY openings in: 
Maryland, Ohio, Indiana, 
Iowa, Kentucky, Missouri, 


kata, Mississippi and 
Ps ey XB Arkansas. 
A Viacs WRITE TO: 


ce J. DeWitt Mills 
Cail ’ Supt. of Agents 


Mutual Savings Life 


5701 Waterman St. Lovis 12, Mo. 


























: Our 48th Year of Service 





| A Combination Company offering 
,all forms of Ordinary Life, Weekly 
Premium Life, Hospitalization, 
Health and Accident, and Credit 
Life Insurance. 


$161,936,345 


Life Insurance in Force Dec. 31, 1954 
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Jamison & Phelps 
Hold Annual Meeting 


Anyone in good health and not sell- 
ing more life insurance today than ev- 
er before just isn’t working, according 
to Grant L. Hill, vice-president and di- 
rector of agencies of Northwestern 
Mutual Life. Speaking at the annual 
meeting of the Jamison & Phelps Chi- 
cago agency, he stressed the impor- 
tance of paying for a greater number 
of lives, especially in the early years, 
which will result in an easier time for 
the agent as he progresses in the busi- 
ness. He suggested 50 lives per year. 
Mr. Hill also gave numerous exam- 
ples of agents with “dynamic ideas” 
which put them suddenly into the mil- 
lion-dollar-a-year category after a 
number of years of life insurance sell- 
ing which had not even approached 
this mark. 

Eric J. Wien, assistant director of 
agencies, discussed various types of 
competition and how Northwestern 
Mutual meets competitive situations. 
There was also considerable discussion 
on dividends of the tontine or termi- 
nation type, which the company does 
not use. 

O. Alfred Granum of Amery, Wis., 
who consistently produces over $1 mil- 
lion annually, described his seven-step 
method of presentation of a planned 
estate program. He selects his pros- 
pects from a group which he feels is 
congenial to him as to age, salary, 
needs, hobbies, etc. Mr. Granum is 
highly selective with his prospects and 
if he finds a man does not appear in- 
terested after granting an interview, he 
excuses himself as quickly as possible. 
Also, if he is advised to “drop back 
some time” he returns only if he has 
nothing better to do. An iron-clad rule 
of Mr. Granum’s is never to attempt a 
close without the wife being present, 
nor does he at the time of presenting 
his illustration attempt to go over a 
prospect’s existing policies. All mat- 
ters such as this he leaves until some 
time after the sale has been made. 

L. J. Loventhal, the Jamison & 
Phelps 1954 volume winner, gave some 
of his thoughts on how to be a success 
in the business. He also stressed get- 
ting good prospects, meaning people 
with somewhat the same tastes, etc. 
“Why waste time when an interview is 
an unpleasant procedure?” he queried. 
“Enjoy your interview by seeing the 
right kind of prospect.” He also sug- 
gested developing self-confidence and 
Sincerity to the point where they are 
communicated to the prospect. 








‘54 Union Central's Best; 


Mutualization Effected 


Union Central Life, which in 1954 
registered its best year with new busi- 
ness of $275,399,944, a gain of 33%, 
completed mutualization of the com- 
pany during the year. Insurance in 
force increased $177,081,612 to total 
$1,862,074,632 and assets increased 
from $695,674,403 to $715,498,374. 

Reserve for asset fluctuations secu- 
rity valuation and other contingencies 
at year end amounted to $9,054,006. 
After paying $1,828,600 to re-purchase 
capital stock and complete mutualiza- 
tion, and setting aside $4,887,056 for 
1955 dividends to policyholders, sur- 
plus was increased to $26,440,754, 
which is $905,037 more than the 
amount of capital stock and surplus 
combined at the beginning of the year. 

Benefit payments of $54,835,211 
brought the total of such payments 
Since organization to $1,478,359,970. 


He advocated developing a willing- 
ness to stand up to at least some of the 
rebuffs and disappointments in the 
business and also not to be afraid to 
put money in the business “even 
though it hurts’, such as time-saving 
machines, competent help, etc. He ad. 
vised taking time from the business to 
give something back to it by being ac- 
tive in underwriter and company asso- 
ciations. 

Mr. Loventhal does not drop in on 
people unexpectedly, feeling that it 
lowers his dignity and probably an- 
noys the prospect by giving the ap- 


pearance that his time is not being 
respected. 

Charles Rausch, who is with North- 
western in Baltimore, gave a highly 
inspirational talk on “Exploring the 
Heart of the Prospect.” He said a man 
is unsuccessful in the business if he is 
not selling a half-million dollars each 
year after the first two years in the 
business. Any man who has sold at 
least four lives in one month can write 
a half million, he said. To do this, “lose 
yourself in the desire to help people 
and people will respond to your sin- 
cerity.” 








Mr. Rausch believes that offering a 
survey or illustration is often turned 
down because a man has heard it be- 
fore. He should first be told what a 
wonderful product life insurance is and 
then he will gladly give all information 
needed. In this way Mr. Rausch is able 
to write substantial amounts on the 
first interview based on present salary. 
Later he gets the other information and 
sells more insurance. 

The award for quality business went 
for the second year in a row to William. 
McKechney; and Henry W. Shedd won. 
a prize for most lives written. 








Expanded services now 


cover 710,000 policyholders 


in Canada and United States 


There was marked progress in all phases of the Company’s operations 
during 1954. New business (which included the Company’s share of the 
United States federal employees’ group plan) was up 26%. ‘The net rate 
of interest earned on all investments was 3.93%—an increase over the 


previous year. 
covering 300,000 employees. 


increased 24%. 


The following comparative figures illustrate the Company’s growth 
during the past year: 


The Company now administers 2,500 group welfare plans 
Accident and Health premium income 


1954 1953 
Insurance and Annuities in Force 
$2,685,000,000 $2,370,000,000 
New Insurance and Annuities 
393,000,000 313,000,000 
Assets 
513,900,000 477,000,000 
Liabilities 
485,000,000 452,000,000 
: Capital, Contingency Reserve, and Surplus 

27,900,000 25,100,000 

Paid or Credited to Policyholders and 
Beneficiaries 

77,000,000 68,800,000 
Accident & Health Premium Income 

14,700,000 11,800,000 





THE 


ASSURANCE 


COMPANY 





HEAD OFFICE - WINNIPEG, CANADA 
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“higher 
PER-EFFORT 
earnings... 


. « . since coming with Wisconsin National,” 
is the recurring story of our new agents 


This healthy trend will be continued and broadened with 
the addition of these new plans: 


© Special Whole Life Policy — Minimum $10,000 

® $20 Family Income for 20 years 

© $10 Family Income to age 65 

@ Jumping Juvenile ($5,000 Endowment at Age 65 — 
$1000 to age 21 — plus return of 
annual premiums paid.) 

® Deferred Annuity — $100.00 annual units 

Income Disability—Monthly Income $10.00 per $1000 

Term Supplements — Riders may be issued for 10, 15 

or 20 years 


WISCONSIN NATIONAL LIFE INSURANCE CO. 
OSHKOSH, WISCONSIN 


Openings in — Wisconsin, Michigan, Illinois, Indiana, Minnesota 


SICKNESS ] 





POLIO 


ACCIDENT e HOSPITAL e 





LIFE ® 








which we measure 
that we do... 


following this 
we have accomplish 
a 60% increase in insu 


ve Opportunities for Agents 
. in 11 Western and Midwestern 


For Complete Details 
Write To 
en ORO NDI Ni ame 
Agency Y.P. 


UNION NATIONAL 
Kife Draeecrance Ce. 
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Jordan Agency Holds 
Annual Sales Meet 


The Earl C. Jordan Massachusetts 
Mutual agency of Chicago at its annual 
sales congress and Big League Alumni 
banquet heard three home office ex- 
ecutives discuss various phases of the 
business. Frank L. Meeske, superin- 
tendent of agencies “dared” his audi- 
ence on nine points, among them work- 
ing a full eight-hour day, self-pro. 
gramming, contacting 80 new prospects 
per month and every year recommend- 
ing two new prospects who might be 
suitable to enter the life insurance bus- 
iness. 

Michael Marchese, 2nd _ vice-presi- 
dent, discussed various phases of un- 
derwriting and presided at a lively 
question period. Chester O. Fischer, 
vice-president, presented the awards 
and spoke at the banquet. Qualifica- 
tion for the agency Big League is writ- 
ing $30,000 per month at least two 
months out of one year. Each month 
the group meets for lunch. 

Mr. Fischer during his talk dis- 
played a large quantity of articles from 
various national newspapers, maga- 
zines, etc., which stated flatly, without 
the usual hedges, that 1955 is going to 
be a great year economically, which, of 
course, includes life insurance. Predict- 
ing the next 10 years will also be great 
ones for life insurance, he pointed out 
that the population is by no means in- 
sured even as well as it was in 1940. 
Then 14% of the working population 
earned incomes up to $5,000 or more; 
14% of available income went into sav- 
ings and 14% to life insurance. In 1954, 
14% again went into savings but only 
8.6% into life insurance. He warned 
the agents that all of the predicted 
good times would mean nothing unless 
they got out and “hustled’’. 


Under the direction of Carl F. Tagge, 
assistant general agent, there was a 
panel covering a list of 25 questions on 
time control, prospecting and the use 
of sales tools. Panel members were 
Ernest C. Boege, Maurice T. Paine, T. 
S. Stein, and John J. Ward. 

Group prospecting was handled by 
Bernhard F. Kalb, Jr., group regional 
manager; Rauland C. Fischer, C. Ar. 
thur Guzzardi, Charles A. Smith, Rich- 
ard W. Stitzel and Russell H. Swisher. 

Mr. Jordan in his remarks pointed 
out that in 1954 the agency paid for 
$14,395,581 of ordinary and $113,197 in 
annuities, finishing in third place 
country-wide. Paid-for group, giving 
the agency 2nd place country-wide, 
was $13,894,914. The agency placed 
men in the first 100 leaders, and 11 
men paid for one or more group cases, 
and three members made the Million 
Dollar Round Table. More than $1/2 
million in first year and renewal com- 
missions were paid by the agency in 
1954. 

Winners in various categories were: 
Saul Farber, full-time group leader 
with $1,046,342; applications, Thomas 
C. Smith with 164 sales representing 
$665,392 in volume and $38,988 in pre- 
miums, and volume and premium lead. 
er was Maurice T. Paine with, 87 sales 
and $1,466,450 volume and $49,265 pre- 
miums. 


Fidelity Mutual Holds Rally 


President E. A. Roberts outlined 
“Objectives and Responsibilities” and 
Vice-president C. L. Pontius discussed 
“What the Company Is Doing” at a 
three-day agency building conference 
of Fidelity Mutual at Philadelphia. 

Members of a panel on methods of 
agency building included General 
Agents G. N. Charuhas, Miami; E. H. 


Pe 608 Second Avenue South « 


Meyers Jr., Detroit; and W. G. Pierce, 
Philadelphia, and Manager J. T. Flan- 
agan Jr., Philadelphia. Panelists who 
covered agency supervision consisted 
of General Agents Toy Karppinen, 
Camden, N., J., and C. E. Butler, Chi- 
cago. 

Chairmen of the discussions were 
L. J. Doolin, manager of agencies; G. 
A. Stearns, associate manager of agen- 
cies, and Hans Guenther, assistant 
manager of agencies. 

The conference was attended by 34 
agents. 


Union Mutual Promotes 
Brimigion, Roberts at L. A., 


Names Banks in Florida 


Union Mutual Life has promoted 
Samuel P. Brimigion Jr. and Robert 
L. Roberts to manager of agencies 
and regional group manager, respec- 
tively, in the western division at Los 
Angeles, and has appointed John E. 
Banks manager of its new Jacksonville 
agency. 

Mr. Brimigion, most recently super- 
visor of agencies in the western divi- 
sion, also served at the home office, 
Mr. Roberts, group field supervisor in 
the western division since 1953, joined 
the company in the group department 
in 1951. Mr. Banks entered the busi- 
ness with Prudential at Wilmington in 
1931 and went with Acacia Mutual 
there in 1942. He later became mana- 
ger at Jacksonville and subsequently 
joined Continental American there in 
the same capacity. 





e “Trends in A&H Insurance” were 
discussed by Armand Sommer, vice- 
president of Continental Casualty and 
U. S. Life, before a meeting of A&H 
Assn. of Philadelphia. 
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During the twleve months of 1954, the 
Lutheran Brotherhood Sales Force produced 
$91,759,552.00 
of new life insurance, issued and paid for. 
This isa 
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over the sales of new business for 
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Admitted Assets as of December 31, 1953 
Life Insurance in force December 31, 1954 
$551,338,330.00 
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an interesting booklet, “CAREER OPPORTUNITIES.” 
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A Lutheran Brotherhood 
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Committees Named for 
LIAMA Spring Meets 


Committees have been announced 
for the joint spring meetings of 
LIAMA’s agency management confer- 
ence and A&H committee, March 14- 
17 at Chicago. 

Chairman of the conference is Ken- 
neth D. Hamer, vice-president Pan- 
American Life. 

A&H chairman is Harry J. Shaffer, 
vice-president Acacia Mutual. 

The agency management conference 
will open March 14 and continue for 
9% days. The fellowship dinner will 
pe March 14. The A&H meeting will 
open the afternoon of the 15th and will 
run until the morning of the 17th. 
Both meetings will feature general ses- 
sions and workshops. A forum discus- 
sion in the A&H meeting will take 
place on the 16th. 





Business Opposes Doubling 
of Agent Fees in N.C. 


A proposal that the license tax for 
insurance agents in North Carolina be 
doubled to $5 per year was opposed at 
a hearing before the joint appropria- 
tions committee of the North Carolina 
legislature. The proposal would yield 
an estimated $172,195 more a year in 
revenue. The protests were mostly 
by representatives of fire and casualty 
companies, who contended that the in- 
crease might drive some of the smaller 
companies out of business and result 
in retaliatory license increases in other 
states which have reciprocal fee sched- 
ules. 

E. C. Brooks of Durham, an attor- 
ney, said he represented 13 fire and 
casualty insurers incorporated solely 
in North Carolina. Their treasuries, 
he said, have been somewhat depleted 
by Hurricane Hazel, and he opposed 
the increase from $2.50 to $5. He said 
that 37 states—including North Caro- 
lna—have reciprocal agreements so 
that other states would charge North 
Carolina insurers the same fees North 
Carolina charges out-of-state com- 
panies. In only eight states are license 
fees more than $2.50. 

» e e 

He contended that if license fees 
were raised to bring North Carolina 
an additional $300 per year from each 
of his companies, it would cost them an 
extra $6,000 to do business in 20 states 
under reciprocity. 

Committee members contended that 
the law is against agents not the com- 
panies, but it was stated that the com- 
panies pay the fees. 

Another lawyer, Arch Allen of 
Raleigh, said he represented 17 domes- 
tic insurers. He asked the committee to 
defer action until his association could 
present further information on how 
members would be affected. 

Andrew Schwitter, secretary of 
Carolina Casualty, said that his com- 
pany has expanded into 25 states dur- 
ing the past two years and that he 
awe arbitrary increases in license 
ees, 

T. A. Wilson, president of the Textile 
Ins. Co. of High Point, N. C. said his 
company now does business only in 
North Carolina but expects to branch 
out into other states and feared the 
effects of the reciprocal agreements 
once it does expand. 

The appropriations committee will 
hold a hearing on a proposal to in- 
crease premium tax of North Carolina 
companies from 1 to 2.5% which would 
make it the same as charged out-of- 
State companies. 


Central Life of lowa Elects 


Director, Promotes Three 


Central Life of Iowa has appointed 
C. Max Miller assistant treasurer, Ver- 
hon R. Remer assistant agency secre- 
tary and Robert T. Repass assistant 
secretary. Wayne L. Huffman, vice- 
President and general manager of 
Northwestern Bell Telephone Co. for 





Iowa, was elected to the board. 

Mr. Miller joined the company in 
1938 and has been manager of the 
mortgage loan department since last 
July. Mr. Remer started with Central 
in 1939 and since 1946 has been agen- 
cy assistant. Mr. Repass first joined the 
company in 1935, working for two 
years. He returned to the company in 
1951 after experience outside the in- 
surance business. 





e Milwaukee life managers at their 
January meeting heard a talk by Wil- 
lard C. Brudi, manager of agencies for 
Lincoln National Life. 
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Mutual Benefit Statf 
Hears 10-Year Report 


A special program to report the 
progress of Mutual Benefit Life in the 
past 10 years was staged before the 
home office staff by President H. 
Bruce Palmer and other officials. This 
was part of the company’s 110th an- 
niversary observance. 

The company now has $3.5 billion 
of life in force, an increase of 56% in 
10 years; policyholders assets have 
grown 66% to $1.5 billion; new busi- 





ness has more than doubled from $132 
million in 1944 to $297.9 million; pre- 
miums in 1954 totaled $125.5 million, 
compared with $75 million 10 years 
ago. Investments earned nearly $51 
million last year, compared with $28.5 
million; policyholders have increased 
13% to 410,000; and the home office 
staff has increased from 685 to 1,062. 





e Chicago Home Office Life Under- 
writers Assn. at its February meeting 
heard a talk by Dr. B. L. Boynton of 
the rehabilitation center of Chicago. 


Im tired of insurance men that cluck over chicken feed when they 
should be aiming for the Million Dollar Round Table. 

Find out what a boost you can get from our youthful vigor 

and “early bird” philosophy. Stop scratching for peanuts 

and look for a perch in our friendly roost. Ask the wise old birds 
at UCLIC— you can talk turkey with them. 


Roy A. Foan, Vice President and Director of Agencies 


A network of General Agencies throughout Union's 16 states is 
Presently in formation. A few choice territories are still available. 


NION CASUALTY AND 
LIFE INSURANCE COMPANY. 


17 East Prospect Avenue, Mount Vernon, New York 
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EDITORIAL COMMENT 





Lapse Ratios a Paradoxical Problem 


An examination of the annual state- 


ment figures released so far this year 


by life companies of all sizes and ages 
reveals that 1954 was characterized by: 

1. A definite increase in new busi- 
ness ranging up to 10% or more. 

2. A better than average increase in 
assets. 

3. A noticeable and (considering all 
the other factors) surprising increase 
in the lapse ratio. 

4. An unusually large gain of insur- 
ance in force for the companies par- 
ticipating in the federal government 
group life plan. 

It is clear that the rise in the lapse 
ratio is the No. 1 problem to be solved 
by the life companies this year. New 
business is being written in satisfac- 
tory volume. In 1954 most companies 
were puzzled by the fact that while 
they could get new business more eas- 


ily than in previous years their lapse 
ratios were almost getting out of hand. 
Most company officials can still not 
understand why it is easy for so many 
to buy new life insurance and so diffi- 
cult or even impossible for so many 
others to keep what they have bought 
in the past. This is certainly a prob- 
lem to which there is not a ready and 
convincing answer. 

As the year goes along, most com- 
panies believe that 1955 is going to be 
a good one for them in the way of new 
business. In most cases optimistic pre- 
dictions of increases are being heard. 
In addition, there are reasons to be- 
lieve that an improvement will be 
shown in the lapse ratio this year, if 
for no other reason than that the com- 
panies recognize the importance of the 
problem and are quite likely to do a 
great deal more about it than they did 
in 1954. 


Character of Modern Business Man 


The changed character of the busi- 
ness man today, as compared with his 
predecessors was discussed by J. Doyle 
DeWitt, president of the Travelers 
group, in his commencement address at 
Drake University, of which he is an 
alumnus. In substance he said: 

I am a member of that occupational 
class which the economists have la- 
beled “businessman.” I suspect that in 
some respects we of this class are 
stereotypes of our predecessors of 25 
years ago, and that in other respects 
we differ greatly. I read a short while 
ago in one of the business magazines 
that the noticeable differences were 
that we had less corporate power, less 
popular recognition, and less take- 
home pay. But the changing times 
have brought about differences even 
more fundamental. 

I am the president of a large corpo- 
ration. I know that my company was 
created to perform an economic func- 
tion, but I recognize that its success 
depends mainly on two personal fac- 
tors—first, the performance of each 
individual in the organization and, sec- 
ond, the ability of the individuals to 
work together as a team. 

The businessman of today recognizes 
that a direct relationship exists be- 
tween economic function and social 
responsibility. He knows that the 
strictly economic functions of manage- 
ment usually have significant social 
consequences, and he recognizes also 
that the ability to carry out these social 
responsibilities rests on successful eco- 
nomic performance. Manifestations of 


this concept of management are evident 
in many and diverse fields of social 
responsibility involving national and 
community citizenship. These include 
active participation in civic, education- 
al, charitable and similar enterprises, 
an acceptance of the premise that dur- 
ing periods of national stress our gov- 
ernment has a call upon our talents 
and services at a nominal cost, and 
provision for welfare and_ security 
measures for our own personnel and 
their dependents. 

But we recognize above all that the 
corporate entity has emerged as a new 
social force whose basic drive is en- 
gendered by individual human beings. 

It is a rather human tendency to 
think that the future is only an exten- 
sion of the present. To this exent, at 
least, I believe the businessman of to- 
day differs from his forbears. He is 
ready and willing to admit that change 
is a necessary attribute of growth and 
he bases all his planning on a dynamic 
rather than a static view of society. 
Most businessmen today believe that 
it is quite probable that not only can 
living standards rise more in the next 
25 years than in the past 25, but that 
in addition we are on the threshold of 
an era which will produce for the ma- 
terial benefit of mankind a great many 
things that have never been known be- 
fore. We know the potentials are there, 
if we can only use them constructively 
and intelligently. 

Although vitally concerned with the 
present, the businessman of today 
spends most of his time in the future. 


While marketing today’s product he is 
devising the merchandising of tomor- 
row’s. On his drafting tables he is blue- 
printing the designs of products to be 
manufactured two or three years 
hence; and in his research laboratories 
he is exploring possibilities as yet un- 
dreamed of by the community at large. 
Critics of businessmen have called 
them reactionary and have accused 
them of living in the past. Nothing 
could be further from the truth. By 
the very nature of his calling, the busi- 
nessman deals in futures and is cus- 
tomarily looking beyond the bounda- 
ries of the present. His success depends 
upon his ability to transform his vision 
into reality. 

In conclusion, he noted that the 
perils we face do not arise from the 
new sources of power we have dis- 
covered, but from the morality of those 
in whose hands they have been placed. 


PERSONALS 


H. Bruce Palmer, president of Mu- 
tual Benefit, will receive a brother- 
hood award from the New Jersey re- 
gion, National Conference of Christian 
and Jews, Feb. 24 at Newark. The 
award will be given him in recognition 
of outstanding contributions to the or- 
ganization’s objectives of advancement 
of understanding and elimination of 
intergroup prejudices. 


J. Harry Wood, editor of CLU Jour- 
nal, has sailed for South America, 
where he will study business condi- 
tions, particularly life insurance. He 
will return April 18 after visits to 
several universities, and business, ed- 
ucational and governmental organi- 
zations in Brazil, Argentina and Chile. 











W. E. Darby, president of National 
Old Line of Little Rock, was elected 
Arkansas’ “Man of the Year” in a pop- 
ular vote conducted by the Arkansas 
Democrat. 


Richard B. Evans, president of Colo- 
nial Life, has been elected vice-presi- 
dent of the board of trustees of East 
Orange (N. J.) General hospital. 


Horace W. Brower, president of Oc- 
cidental Life of California, has been 
appointed to the President’s Council of 
George Pepperdine College, Los Ange- 


DEATHS 


WILFORD L. POWERS, 76, retired 
home office inspector of John Hancock, 
died in Buffalo. 


ELMER G. SCHOLL, 65, who re- 
tired in 1953 after 47 years with North- 
western Mutual Life, including posts 











as cashier and assistant treasurer, died 
in a Milwaukee hospital after a long 
illness. 


WALTER R. POND, former manager 


of the home office underwriting de- ° 


partment of John Hancock, died. His 
home was at Hyannis, Mass. He was a 
pioneer member of Home Office Life 
Underwriters Assn. 


HARDOL N. CHANDLER, 76, re- 
tired vice-president of Connecticut 
Mutual, died aboard the S.S. Santa 
Louisa, returning from a cruise to 
South America. He retired May 1, 
1953, after 44 years with the company, 


KEYMAN 
How Much Is 
A Keyman Worth? 


BY DR. HARRY DINGMAN 

Keyman, or any other business jn- 
surance, is seldom granted beyond five 
times one year’s salary. A $20,000 a 
year man has a top insurance quota of 
$100,000. This five times rule is arbi- 
trary, but logical. Within five years the 
firm should solve the replacement 
problem. Frequently the five times rule 
comes in conflict with insurance quota 
on personal insurance. Smith, age 50, 
has a $10,000 a year income. He carries 
$50,000 personal insurance, which is 
just about his top quota. His next door 
neighbor, Jones, age 50, has a $10,000 a 
year income. He carries $50,000 per- 
sonal insurance, and his firm seeks 
$50,000 business insurance. Ability to 
pay premiums is undoubted in both 
instances. But why should Smith have 
an insurable value of $50,000, and 
Jones $100,000? When accident and 
health companies were enthusiastic in 
noncancellable disability underwriting, 
Jones, carrying $500 indemnities for 
personal protection, could never get an 
additional $500 for his employer’s pro- 
tection. Life insurance companies have 
never considered triple protection so 
that Jones could have $50,000 protec- 
tion for his family, $50,000 for his bus- 
iness, and $50,000 for his pet charity. 
But they have participated in many 
double indemnities. The custom is of 
the past, or fast becoming so. “I have 
never yet been able to see why business 
insurance should be considered sepa- 
rately from personal insurance” (Ma- 
bon). “The outside limit for all insur- 
ance on a given life, regardless of pur- 
pose, should be the same as the limit 
for personal insurance” (Marshal). 








~~ 


Logically, the five times rule does not > 


apply at older ages. At age 60, for ex- 
ample, it must be assumed that re- 
placement has already been arranged. 
If not, the firm must expect to pay for 
its dereliction rather than look to the 
insurance company for recompense. At 
age 60 few insurance companies will 
write business insurance beyond three 
times yearly salary, and then in the 
best cases only. When more than five 
times yearly salary is sought, the in- 
surance company asks why. Answer is 
that the individual has high and 
unusual value. It may be he has. But 
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why doesn’t the firm pay him commen- 
surately? They are gambling on future 
earnings. Venture capital. It is abun- 
dantly justified in commercial life. But 
life insurance is intended for protection 
of established value and should not 
gamble on business futures. A business 
has mortality prospects even as an in- 
dividual. The firm’s assets may in- 
increase, or decrease, in value. It is dif- 
ficult enough to appraise the individual 
and accept him as a risk without as- 
suming the risk of the success of the 
firm. 

This is an excerpt from the new edition of 
“Risk Appraisal” by Dr. Harry Dingman, vice- 
president of Continental Assurance. Acknowl- 
edged as an authoritative work throughout the 
insurance world, more than 800 life and A&H 
companies use the book as a basic text. It has 
received enthusiastic praise from many million 
dollar producers. The new edition now is 
available from the National Underwriter Co., 


420 East Fourth street, Cincinnati, or any of 
its branch offices. The price is $12.50. 





S. M. Strong Agency 
Hits 50-Year Mark 


The Sherman M. Strong Chicago 
agency of John Hancock Mutual is 
celebrating its 50th anniversary and 
started out the 
year with its larg- 
est January. 

Col. Joseph H. 
Strong, Sherman 
Strong’s father, 
founded the agen- 
cy and was active 
in it until his death 
in 1941. During 
his entire career, 
Col. Strong was 
always a tremen- 
deus personal pro- 
ducer and paid for 
more than $1 mil- : 
lion several consecutive years in the 
early 1900’s. 

Sherman Strong entered the agency 
in 1915, and was appointed associate 
general agent in 1929. He became sole 





S. M. Strong 


]. F. Follmann Tells 
of Noteworthy Work 
Done by A&H Bureau 


The writing of A&H insurance is 
probably more complex and has more 
subtleties and inherent pitfalls than any 
other major form of insurance, J. F. 
Follmann Jr., general manager of Bu- 
reau of A&H Underwriters, told Life 
and A&H Claim Assn. of Philadelphia 
in tracing “64 Years of Service” by the 
bureau. To treat these factors glibly 
can be to invite grave consequences, he 
said. 

The bureau began as International 
Assn. of Accident Underwriters in 1891, 
a chaotic time for the business. Com- 
panies were failing rapidly, broad un- 
derwriting knowledge and _ scientific 
gathering of experience were lacking, 
competition between writers was ruth- 
less and policies left much to be de- 
sired. 

Today the bureau’s 94 companies in 
16 states, District of Columbia and 
Canada have assets of $44 billion and 
A&H premiums of $1.4 billion or one- 
half of the A&H premium volume. 
Through its work public confidence in 
A&H has grown, with the result that 
coverage in force in the last 10 years 
has increased 500%. 

Among the bureau’s accomplish- 
ments has been the collections of loss 
experience on a broad exposure basis. 
These collections, the only ones of their 
kind that deal with American risks, 
have, since their inception, served to 
furnish the only broad scientific ba- 
sis for rate making in the A&H field 
in this country, Mr. Follmann said. 

Some early accomplishments of the 
organization were: Collection of health 
insurance loss experience statistics, 
which first revealed that the risk of 
insuring healh increased with age of 
insured (1903); a manual of occupa- 


Arnold, vice-president and _ superin- 
tendent of agencies, presided and an 
address was made by W. E. Bixby, 
president. 


Central Life, lowa, in Force 
Goes Over $400 Million 


New business of Central Life of Iowa 
in 1954 totalled $41,814,297. Insurance 
in force reached $403,739,787 as against 
$384,853,035. 

Assets increased $6,670,960 to $134,- 
911,401, and surplus rose $547,247 to 
$11,759,893. Interest earned during the 
year was 3.49% before taxes and 3.31% 
after taxes. Benefit payments amount- 
ed to $6,894,929. 

The company has just recorded the 
biggest January sales total in its histo- 
ry. Sales last month were 72% more 
than those for the same month a year 
ago. 





Crown Life Registers 
Greatest Growth in ‘54 


Crown Life’s growth in 1954 ex- 
ceeded that of any previous year, in- 
surance in force at the year end total- 
ling $1,261,000,000 compared with $1,- 
123,000,000. The in force figure has 
doubled in six years. Annual group 
A&H premiums now total $1,600,000. 

Assets of $199 million represent an 
11% gain. The net interest rate rose to 
4.12%. Surplus reached a new high, 
with $1 million being added to actuar- 
ial reserves and $1.5 million to general 
surplus. 





D. C. Department Moves 


The insurance department of Dis- 
trict of Columbia will move Feb. 14 to 
new quarters in room 220 in the Dis- 
trict building, 14th and E streets, N. W. 
The move is a part of a plan to group 
about 20 of the district government’s 
tax collecging agencies in the munici- 
pal center, where the department has 
been housed. 


University Head Lauds 
N. Y. Insurance Society 


Plan of Instruction 


NEW YORK—Strong endorsement. of 
the Insurance Society plan of having 
instruction given by teachers actually 
in the insurance business came from 
Admiral Richard L. Connolly, USN 
(retired), president of Long Island 
university, at the annual faculty din- 
ner of the society. 

Admiral Connolly recalled that many 
years ago President Nicholas Murray 
Butler of Columbia university insisted 
that teachers keep closely abreast of 
new developments, either through re- 
search or through work in the field. 
The speaker said it is necessary for 
those in any line of work to constantly 
improve themselves for the job that 
lies ahead. Skeptics can always point to 
“self-made” men who have got ahead 
despite lack of education, but never- 
theless they could have done a better 
job with education. 


Admiral Connolly stressed the need 
for a broad education for the insurance 
man who wants to rise in his profes- 
sion. Recalling the stir that was created 
when it was first proposed to intro- 
duce English as a subject in technical 
schools, he got quite a laugh with the 
gag about the engineering student 
whose reaction was that “us engineers 
don’t need to know no English.” 

Dean Arthur C. Goerlich of the 
society’s school opened the program 
with a brief talk. Edward King, presi- 
dent of the society and of the Hooper- 
Holmes Bureau, asked the faculty and 
staff members of the society to take 
a bow, then introduced Admiral Con- 
nolly. 





the death of his fa- 
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have ee eee pos gg te eee which was the first 
nm so ae 2 : to be based on multi-company exper- 

otec- early 9% midion in bugmens. ience in America (1904), and shortly 

bus- : i, a . afterward, discussions of the length of 
arity. A graduate of Brown university and time benefits should be paid for total 
nany LIAMA school, he has spent his entire disability, which was responsible in 
is of business career with John Hancock part for the ultimate decision to pay 

have bcp lg Ral hat such benefits for the duration of life. 

iness 

epa- surplus lines, Mr. Strong has devoted Pe 

Man considerable time to working out spe- A, H. Anthony Louisville 

sur- cial methods of serving brokers. Manager Mass. Mutual 

pur- Other key members of the agency : 

‘imit staff are Norman W. Cahn, assistant | Massachusetts Mutual has appointed 

« general agent who went with the Alan H. Anthony, formerly agency su- < 
; not agency as a supervisor in 1941 aftera pervisor at Balti- os 
ex- ? number of years of life insurance ex- More, manager at & 
te- perience; Albert G. Baker, with the Louisville, replac- FEBRU ARY a 
ged. agency since 1944, is brokerage man- ing Robert T. Col- = oR 
toe | ager, and Julia Clark, cashier, hasbeen 8&n, who has re- h h of President wn 
the | with the agency since 1925. signed as general eee t e mont f°) resi en Ss eee one, 
he — — to con- 

cae: centrate on per- : rned 

— Manufacturers Cuts Rates, — sonal _ production. oe onot Raean ee a —_ ~ ns 

‘. Rauland C. Fischer rom the lives of great men is that they seemed to be able 
psa 54 Sales Set New Record was named district to make better use of their time—and so 
ie Manufacturers Life, which in 1954 group manager in were able to equip themselves better for 
rg registered a new business record, has greater Chicago. z 

aS reduced rates in the U. S. and Can- Mr. Anthony A. H. Anthony service. 

and | ada. An extremely favorable mortality joined th a 

But rate, together with favorable interest 22° a ee ‘ Do you suppose that principle could also A/ 

earnin . made the reduction possible ny at Baltimore in 1949. Mr. Fischer, y PP “ P P SS 
— | es; - P * who joined in 1950, will operate under apply to the lives of Life Insurance men? A, 


New business last year totaled $250,- 

i 889,621, and brought insurance in force 

; to $1,903,876,072. Assets reached a new 

) high of $590,693,764, up from $540,- 

282,970. Benefit payments totaled $31,- 

672,765, of -which $21,859,404 went to 
living policyholders. 


the general direction of Bernhard F. 
Kalb, group regional manager. 


K.C. Life Fetes Fitzgerald 


Kansas City Life’s agency building 





BENEFICIAL LIFE 


Insurance Company 














a award for 1954 was presented toR. L. 3 ie 
Fitzgerald, manager of the Missouri y . oe 
rest Foster Wins Top Award agency, at a luncheon in his honor at David O. McKay, Pres. Salt Lake City - Utah se 
Jefferson City. The agency had a vol- oe 
~ 3 The Shenandoah Life distinguished ume of $12,315,670 last year, a 21% 
service award, presented each year to increase. Other factors also are taken 
544 its outstanding branch manager, went into account in making the award. 
and, to Russell D. Foster, Philadelphia, for Among guests at the luncheon was 


his 1954 record. 


Governor Donnelly of Missouri. C. W. 
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Efficient management plus carefully chosen 
and trained personnel have combined to main- 
tain the sound and consistent growth of Cen- 
tral Life over the last 58 years. 

As a result, one of the most modern office 
buildings in the midwest is now under con- 
struction and will soon house the company 
which has established this enviable record. 


“Where QUALITY is the Keynote” 





ome for a growing company 


Central Life offers ambitious 
Life Underwriters and General 
Agency minded men... 


A_STRONG COMPANY 
GENEROUS COMPENSATION 
EFFECTIVE TRAINING 
EXCELLENT TERRITORY 





CENTRAL LIFE ASSURANCE COMPANY © Des Moines 6, lowa 











GUARANTEE FUTURE PROTECTION 


With life insurance, carefully planned for your indi- 


\ulual family needs by the Praetorians . . . experienced 


in protective benefits for over 55 years. 


SINCE 1898 


THE PRAETORIANS 
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FTC Handling of A&éH 
Citations Unfair: Combs 


LITTLE ROCK—Commissioner 
Combs at a meeting of Arkansas A&H 
Underwriters Assn. characterized as 
“unfair” the actions of federal trade 
commission in its handling of com- 
plaints against A&H companies for 
false and misleading advertising. 

Mr. Combs stated that FTC agents 
called upon his department about two 
years ago, “seeking our cooperation on 
checking complaints. We were told 
that the FTC wouldn’t do anything 
without conferring with us. Then came 
the blast in the newspapers by the 
FTC. It was unfair and it was un- 
called for.” 

Mr. Combs declared that most of 
the complaints which the Arkansas 
department has received against A&H 
insurers were against so-called “fly- 
by-night” groups which move into a 
town for a selling campaign of several 
days and then move on. “My advice is 
to buy your insurance from someone 
you know,” he commented. 

Raymond Robinson, North Ameri- 
can Accident, Little Rock, was elected 
association president, succeeding Julian 
White, Business Men’s Assurance. Earl 
Poole was elected vice-president and 
J. R. Saxon, South National, Little 
Rock, secretary. 


Cincinnati A&H Assn. 


‘Quizzes the Experts’ 


An “ask the experts” program was 
the feature of the January meeting of 
the Cincinnati Assn. of A&H Under- 
writers, when a panel of three mem- 
bers gave their answers to a variety 
of questions. Thoral Schehr of the 
Schehr agency was moderator and 
panel members were Richard H. Or- 
mond of Massachusetts Indemnity, 
Arthur Wade of Lincoln National Life 
and Edgar Karaffa of Bankers Life & 
Casualty. 

Most of the questions dealt with 
subjects of current interest—the in- 
come tax law, federal reinsurance, and 
supplementary coverage to union 
fringe benefits and Blue Cross-Blue 
Shield plans. Others dealt with ad- 
vantages of weekly premium insurance, 
selling key men, objections, exclusion 
riders, and steps in the sale. 

The Cincinnati association, with 
more than 150 members, is one of the 
largest if not the largest local acci- 
dent and health association in the 
country. It is also one of the oldest. 
In recent years two of its members 
have been president of the Ohio asso- 
ciation—William A. Case of Inter- 
Ocean, and R. W. Bickelhaupt of Mu- 
tual Benefit H. & A. One of its mem- 
bers, Robert G. Myers of Massachu- 
setts Protective and Paul Revere Life, 
and a former president, is currently a 
member of the International associa- 
tion’s executive board. 





Spence Warns Life Agents 
Against Straying from Field 


That the public has an interest in a 
particular type of insurance is not nec- 
essarily a reason why life agents should 
seek to serve in that field, Eber Spence, 
vice-president of American United 
Life, told Indiana Assn. of A&H Un- 
derwriters at its January meeting. 

Because life insurance takes inten- 
sive selling, agents in that field should 
avoid areas of insurance in which 
claim frequency is high and the in- 
cidence of service needed is frequent, 
Mr. Spence declared. “There is danger 
that life men will spread themselves 
so thin they will fail to do a good job 


on things life insurance is intended 
to do.” 

Mr. Spence said life insurance was 
devised to protect men against major 
catastrophes, such as death, long-term 
disability, old age and major medical 
expense. Other fields of the A&H busi- 
ness should be left up to “specialists 
set up to handle frequent claims and 
high incidence of service. 


Nine New AGH Assns., 


More Being Formed 


Four state and five local A & H as- 
sociations have been formed or reac- 
tivated in the past six months. 

State associations are Illinois, Louisi- 
ana, Mississippi, and British Columbia. 
Local associations are South Bend and 
Fort Wayne, Ind.; Davenport, Ia.; 
Springfield, Mo.; and Duluth, Minn. 

Four state and eight local associa- 
tions are in the process of formation 
or reactivation. State groups are 
Arkansas, Nebraska, New Hampshire, 
and Vermont. Locals are northern Cali- 
fornia; Springfield, Ill.; Dayton, O.; 
Tulsa, Okla.; Memphis, Tenn.; Abilene, 
Austin, and Corpus Christi, Tex. 


Bills in N. Y., Ga. to 
Make A&H Noncancellable 


A bill has been introduced in the 
New York legislature to prohibit can- 
cellation of an A&H policy by the in- 
surer after it has been in effect five 
years, except for non-payment of pre- 
mium. Another bill would prohibit 
cancellation by an insurer of an A&H 
or hospitalization policy after two 
years except for non-payment of pre- 
mium or fraud. 

A bill has been introduced in the 
Georgia legislature which would make 
A&H policies non-cancellable after two 
years. 


Wes Rand to Address 
Indianapolis A & H Assn. 


Wes Rand, manager of the sickness 
and accident sales and service depart- 
ment of the mid-America home office 
of Prudential, will talk on “Sickness & 
Accident Insurance—an Equal Partner 
With Life Insurance” at the Feb. 14 
meeting of the Indianapolis A & H 
assn. 














C. of C. Insurance 
Group Discusses A&H 


The insurance committee of U. S. 
Chamber of Commerce met in Wash- 
ington, D. C., to discuss the adminis- 
tration’s health reinsurance program, 
group life, A&H for government em- 
ployes, federal trade commission ac- 
tivities in the A&H field, WC, and to 
study the chamber’s policy declarations 
on insurance. 





Ontario, Indianapolis 
Assns. to Hear McKinnon 


Leonard McKinnon, McKinnon & 
Mooney, Flint, president of the Inter- 
national A & H Assn., will speak before 
the Ontario association in Toronto Feb. 
19 and the Indianapolis association on 
March 14. Title of the talks will be 
“The Challenge Ahead.” 


Hold Texas A&H Meeting 


O. D. Harlan of National Travelers, 
Dallas, outlined plans for the Interna- 
tional Assn. of A&H Underwriters con- 
vention to be held at San Antonio in 
June at a meeting of the executive 
committee of Texas Assn. of A & H Un- 
derwriters. C. E. McDonald, Dallas, 
International Fidelity, presided. 

Others reporting were J. G. Clai- 
borne, Dallas, Employers Casualty; R. 
L. McMillon, Abilene, Business Men’s 
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Assurance, who is vice-president and 
































membership chairman of the associa- 
tion, and E. D. Speer, San Antonio, 
Great American Reserve. 
A. Moore Speaks at 
ided H, e e e ’ 
Fort Wayne A & H Meeting Central National Life's Record of GROWTH 
wee Harold A. Moore, assistant manager 
oer of the A&H department of Hoosier Cas- 
ical yalty, was Rg ng at v4 Ryan e t t 
: eeting of the Fort Wayne ssn. 108 431 938 
is a mC. Lane Breidenstein, manager of the r om Ir O 5 9 
so local Better Business Bureau, was a r “ 
guest and will speak at the next meet- f 
in. or insurance in force 
Hear Gilbert at Milwaukee ° 
MILWAUKEE—Charles H. Gilbert, 1n 1 montns! 
as- Madison general agent for Woodman 
ac~ Accident & Life and president of 
om Wisconsin Assn. of A & H Under- 
1S1~ writers, spoke on “Counting Our 
a. Blessings” at the January luncheon of ‘ ; 
Ta.; the Milwaukee association. Financial Statement, December 31, 1954 
: , " 
ia- i Pru’s A&H Sales Triple 
ion‘ prudential sold 175,000 new individ- ASSETS LIABILITIES 
irae Regge abil Arete B cua Ps Cash in Banks.............. $1,568,212.63 Reserves: 
ce 1954, a = re? U. S. Government Bonds...... : i ‘CC error ; 
a¥ 59,000 total last year. The new policies , Coen Bonds 303,353.00 ra oe $845,439.50 
on qvered an additional 800,000 persons. State & Municipal Bonds... . . . 196,077.22 Health Polici 291,924.42 
ne, Annual premiums ; jumped from $5,- (Amortized value) ea i ol 3. 2 ee r 4 
_— to ag ee _ Railroad, Industrial & en eee Fe preg 
sickness sales operations w - Utility Bonds............. 269,258.1 OP ROSSER. 6 6 cn co es 00s i 4 
tended in 1954 to 14,500 more agents, Bsn Ao qo mre For Expenses .......... 18,984.21 
bringing the sales staff to 22,000. Sales Premiums Receivable......... 46,147.95 OCC 41,200.00 
7 climbed to 26,000 policies a month by (None past due) For Security Valuation.... 14,447.59 
the the end of the year. $2,383,048.98 TORII 6 55 ow ccs deine Selewle nice’ $1,620,603.82 
n- Sa ay . COR iasccrsrcesniaawwewiere ses 500,000. 
in- West Virginia A & H Election a... 7aaaahta 
ive Carter Graley, Washington National, Surplus as Regards Policy Holders......... 762,445.16 
en was elected president of West Virginia $2,383,048.98 
bit Assn. of A & H Underwriters at a meet- 383,048. 
~ ing in ne: See — are W. 
Grady Carper of Combined, vice-pres- 
i ident, and F. H. Nutter, secretary- Qonteal National Life’s rapid growth and able expansion for Life Insurance men. 
| treasurer. enthusiastic acceptance is the result of a 
he : , 
ke new approach towards meeting the needs of Central National Life has mastered the 
wo New AGH Bill in N. C. individuals and finance institutions. mee: (ri ee to ae ape 
il idi that insurers can- ? i P : E , : e are 0 nings 
2 pal rm NA&H oalaiae which Central National Life has available a new available, in the following cities: Memphis, 
have been in effect three years solely packaged sales plan for selling life insurance. Tenn.; Wichita, Kans.; Sioux City, Ia.; 
sone ny ay ge . Peapod This plan is designed for easy operation and Omaha, Nebr.; Kansas City, Mo.; and 
not known to exist when the po - 
™ 7 ied wll te ioteetueed in the quick sales ... and opens a new field of profit Cheyenne, Wyo. 
t- ' North Carolina legislature this year. 
ce The bill would call for insured to be 
 & paid benefits equal to the total William F. Martin, Agency Vice President Harry H. Erdmann, President 
er amount of premiums paid during the 
1g life of the policy and it includes a | - CENTRAL NATIONAL LIFE INSURANCE COMPANY 
H renewable option clause which would ' Ret 
make insurers give notice before they 1805 Harney St. Central National Building Omaha 
could drop a policy. 














Claim Study in Flint, Mich. 


Flint, Mich., Assn. of A&H Under- 
S. writers will cooperate with a joint 
1- * committee of hospital credit agencies 
S- in undertaking a study of claim pay- 
n, ments in the area. Three association 
1- members will cooperate with three 
C= members from Flint Hospital Council. 
The decision to undertake a study fol- 
lowed a panel discussiop on the subject 
during the meeting of the association. 
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YOUR PARTNER IN PROGRESS 


Good fieldmen grow that way. Through initiative. Through persistence. And through 
encouragement from the company they represent. Western Life, for example, helps their 
men to success through promotion and above-average earnings. Western fieldmen are 
among the best paid and the most satisfied in the business. 
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Galligher to Del. 


for Provident Mutual 


Thomas A. Galligher has been named 
Manager of the Delaware agency of 
Provident Mutual Life at Wilmington. 
He succeeds the late William B. Storm- 

| feltz, general agent. Mr. Galligher has 
been supervisor in the Philadelphia- 
Irwin agency. 


Shoul, Feder Lead Mutual 


Jacob W. Shoul of Boston and James 
' L. Feder of New York were first in 
\ production and paid applications, re- 
spectively, among Mutual of New 
York agents in 1954 and the month of 
3, December. The year was the company’s 
greatest in annual sales volume since S P 

% 1930 and December was its finest Assets over $65,000,000 *- Insurance in Force over $274,000,000 oo De...00 02 aaa 
month in its 113-year history. , 


~ 

‘\ 
Western believes that a man should be given the opportunity to advance just as fast as his . 
ability warrants. The question is: Has your opportunity been too long in coming? If so, N 
it may pay you to check with Western for a well-documented success story. We stand a N 
ready partner in progress for men of ambition and proved production capacity. N 
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@. B. RICHARDSON, Pres. 
LEE CANNON, Agency V.P. 
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Committee Roster for 
‘55 MDRT Is Completed $6 Billion of In-Force 


NEW YORK—Membership of the New business of Sun Life of Canada 
reception and registration and the en- in 1954 amounted to nearly $700 mil- 
tertainment and general arrangements lion, an increase of $120 million. In. 
committees of the 1955 Million Dollar surance in force went over the $6 bil- 







Help 
Life 







A 2-year plan—one of the most liberal 
both to agent and general agent. 























































































Round Table was announced this week lion mark, up from $5,678,000. New Life i 
by George B. Byrnes, general agent sroup insurance totalled $239,619,000, tant con 
A contract for prospective agents un- here for New England Mutual and 2 - yo Si country 
: MDRT chairman. This completes the e dividend scale has been boosted _ jng devé 
excelled by leading companies, list of standing committees for the 1955 for 1955, the sixth consecutive year in  yres, an 
round table. which an increase has been made. Dj- fe Ins 
Chairman of the reception and reg- Vidend payments will total about $26 member 
7 istration committee is Howard D. million, an increase of more than $2 jmmedia 
A substantial amount paid to general Goldman, Northwestern Mutual, Rich- million. defense 
eee agents for recruiting and training. mond, a member of the MDRT execu- _Assets now stand at $1,876,000, a gain The r 
se tive committee. Vice-chairmen are Of $46 million. Benefit payments to- _ gation is 
PLUS THESE OUTSTANDING ADVANTAGES — Success- Warren F. Coe, Penn Mutual, Oshkosh, talled $130 million and since organiza- _jn assu 
proven training courses » Programming schools + Wis., Paul E. Garrett, Ohio National, tion now amount to $2,866,000,000. ance Op 
ee _ fax seminars Phe gig wn og ~ Spokane, Wash., and W. Franklin porting | 
terials + Lifetime service fees +» Complete line Scarborough, New England Mutual, . for mor 
low-cost policies, including accident and sickness. Ridley Park, Pa. Luth eran Mutual In Force advisabi 
Indianapolis Life offers all these beneficial and helpful ° ° ° Gain Near ly $25 Million cial assi 
sales tools with which you, too, can build successfully as a Heading the entertainment and gen- Lutheran Mutual Life had an insur. ment of 
career life underwriter . . . establishing a secure and eral arrangements committee is Wil- @mce in force gain of $24,774,736 in ; Recon 
profitable future for yourself. liam D. Davidson, Equitable Society 1954, bringing the total to $319,435,211., vities to 
Wa ter H. Huent, President Arnoxip Bere, C. L. U., Agency Vice-President Chicago, member of the executive Assets increased $6,813,445 to total such ma 
gO, n 0 $67,052,239. Assets now are more than rts 
committee. Vice-chairmen are Robert 30 tj re: 
¢ é imes as great as they were 25 years Jame: 
S. Albritton, Provident Mutual, Los ago, and insurance in force has in- . hi 
Angeles, George H. Plante, John Han- creased 13 times in the same period. and - 
cock, Cleveland, and Roy D. Simon, _ Benefit payments amounted to $2 __ is chair 
Penn Mutual, Chicago. 631,531 and $1,410,000 was set aside for defense, 
1 nae dividends. Total income was $11,- are Ge 
INSURANCE COMPANY . e 760,833. Reserves were increased by __ presider 
Motval—Established 1905 Security Life & Trust Tops $5,890,470 and $767,544 was added to uel Mill 
175 a surplus. Metrop¢ 
INDIANAPOLIS 7, INDIANA $500 Million in Force Mark 
AGENCY OPPORTUNITIES in Illinois, Indiana, lowa, Ohio, Michigan, Minnesota, Missouri, North Dakota, Texas Security Life & Trust of North Car- Disability Bill in Mich. ° ha 
olina established new highs in 1954, [1ANSING—The Michigan legislature | 1804‘ 
passing the one-half billion dollar in- ja, received its first compulsor di 1954 by 
surance in force mark and writing new bility bill of th Pp my One of New 
ear o business of $181,757,447 as against Dllty bill of the current session. The 
$140,046,732 the preceding year. measure, said to be modeled after the 
e os a New York law and virtually to dupli- C 
Fr iendly Dependable Service P cate provisions of a measure offered ao 
Insurance in force reached $531,830,- : aes 
, . 000, a gain of $92 million. Both figures /@St Session but allowed to die in com- 5, 9, 
Peoples Life proudly salutes its include $24,366,000 of business ac. Mittee, was introduced in the senate. section, 
H - quired through merger of Bankers March 3, 
Agency Force for Outstanding Suc Loan of Florida into Security L. & T. e W. H. Schimm, former manager for Deshler 
cess in presenting to the public The company’s insurance in force has Retail Credit Co. at Sioux City, Ia, has “eh. 
. ei i if increased 129% in five years. Assets joined the John R. Rinkle agency March 1 
Financia Independence and Life increased $5,921,000 to $45,979,000. there of Massachusetts Mutual. Edgew: 
Time Security via Life Insurance = 
Shown here is | arch 2 
the architects’ ana 
PEOPLES LIFE INSURANCE COMPANY drawing of the | “conm 
new home office nae 2 
7} ° ” building that Mu- 
The Friendly Company tual Benefit Life ch 2 
e ° plans to have modore 
Frankfort Indiana ready for occupan- March 3 
cy in downtown writers 
Newark in June, aan _ 
1957. A scale mod- Confer 
GLope Lire INSURANCE COMPANY the heme vate as) AL 
the home office as ==> 
: part of the pro- April 29 
Attractive Agency Contracts << | a 
company’s 110th | May 1-4, 
A E anniversary. The 2a 
COMPLETE LIFE INSURANC building will be 20 | 223 
COVERAGES—Ages 0-60 = a oe 1 ae 
pletely air-condi- | City. 
tioned, and will May 5-6, 
ALSO ACCIDENT, HEALTH, cost about $20 mil- | a 
HOSPITALIZATION AND MEDICAL lion. The three- nual, 1] 
story “base” will May 8-1 
For Particulars Write Home Office front 218 feet on — > ag 
. . 7 Broad street and | - j 
159 North Dearborn St., Chicago 1, Illinois will be landscaped “2Y,,92 
WILLIAM J. ALEXANDER, PRESIDENT and recessed 20 _— 
J feet from the side- 4 . 
walk. There will May 12, 
< be a total of 350,- annual 
LONG TERM BANK LOANS LIFE AGENTS ee ae 
S usable space, in- ‘ 
ARRANGED ON VESTED 4 GENERAL AGENTS cluding the base- ;{ ys 
RENEWAL CONTRACTS AND BROKERS ment. The present | $5» 
Pa home office, at 300 May 18- 
U. C. & G. C. serves the financial needs of those engaged in the Life insurance Business. Your : Broadway, has Broad: 
tox problems may be simplified and sovings effected. Correspondence Invited | been sold to the May 19, 
er "ga em ai Catholic arch- writer 
OEIREES Gnen & OUARAITY GREPOSARON diocese of Newark for use as a high school. Architects for the new building are May 20, 
woe : é Eggers & Higgins, New York City, designers of many well-known buildings. . 
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Life Insurers Can 
Help Lessen Loss of 
Life from Bombing 


Life insurance can make an impor- 
tant contribution to the security of the 
country and its own security by help- 
ing develop proper civil defense meas- 
ures, an 85 page report, released by 
Life Insurance Assn. of America to 
member companies, states in urging 
immediate planning for effective civil 
defense action. 

The report suggests further investi- 
gation is needed in problems involved 
in assuring continuity of life insur- 
ance operations, desirability of sup- 
porting and stimulating public demand 
for more effective defense measures, 
advisability of providing actual finan- 
cial assistance to support the develop- 
ment of civil defense measures. 

Recommendations for specific acti- 
vities to be taken by life companies on 
such matters will be made in later re- 
ports. 

James T. Phillips, vice-president 
and chief actuary of New York Life 
is chairman of the committee on civil 
defense, and others on the committee 
are Gerhard D. Bleicken, 2nd vice- 
president of John Hancock, and Sam- 
uel Milligan, senior vice-president of 
Metropolitan. 


e Paul A. Hazard, Jr., has been des- 
ignated as the most valuable agent of 
1954 by the George C. Behrns agency 
of New England Mutual Life, Chicago. 








Convention Dates 





Feb. 21, American Bar Assn., insurance law 
section, midwinter, Chicago. 

March 3, Insurance Federation of Ohio, annual, 
Deshler-Hilton hotel, Columbus. 

March 14-16, LIAMA Agency Management 
Conference, Edgewater Beach hotel, Chicago. 

March 15-17, LIAMA A&H spring meeting, 
Edgewater Beach hotel, Chicago. 

March 21-24, National Assn. of Life Under- 
writers, midyear, Neil House, Columbus, O. 

March 23, Fraternal Actuarial Assn., spring 
meeting, Commodore hotel, New York City. 

March 24-25, Society of Actuaries, regional, 
Commodore hotel, New York City. 

March 26, Arizona Assn. of Life Underwriters, 
annual, El Conquistador hotel, Tucson. 

March 28-30, National Assn. of Insurance Com- 
missioners, blanks committee meeting, Com- 
modore hotel, New York City. 

March 31, Connecticut Assn. of Life Under- 
writers, annual Yale Law School, New 
Haven. 

April 25-27, LIAMA Combination Companies 
Conference, the Cavalier hotel, Virginia 
Beach, Va. 

April 29-30, Kansas Assn.\of Life Underwriters, 
annual, Jayhawk hotel, Topeka. 

April 29-30, Iowa Assn. of Life Underwriters, 
annual, Sioux City. 

May 1-4, National Assn. of Insurance Commis- 
Sloners, zone 3 meeting, Seelbach hotel, 
Louisville, Ky. 

May 4-6, American Management Assn., In- 
= Conference, Statler hotel, New York 

ity. 

May 5-6, Ohio Assn. of Life Underwriters, an- 
nual, Shawnee hotel, Springfield. 

May 6, Illinois Assn. of Life Underwriters, an- 
nual, La Salle hotel, Chicago. 

May 8-12, H & A Underwriters Conference, 
annual, King Edward hotel, Toronto, Ont,. 

May 9-10, Assn. of Life Insurance Counsel, 
Spring meeting, Greenbrier hotel, White Sul- 
phur Springs, W. Va. 

May 9-11, LIAMA Agency Officers Round Ta- 
ble, the Homestead hotel, Hot Springs, Va. 
May 12, Michigan Assn. of Life Underwriters 
annual, Veterans Memorial building, Detroit. 
ay 16-18, Canadian Life Insurance Officers 
ankee annual, Seigniory club, Montebello, 


ae age Rw | Cee ie Underwriters 
9 al, eraton-Brock hotel, 
Falls, Ontario. — 


May 18- 
Brosdincor hota Golavale wena: nnual 
May 19, New Hampshire Assn. of Life Under- 
writers, annual, Carpenter hotel, Manchester. 
May 20, New York State Assn. of Life Under- 


writers, annual, De Witt Clinton hotel, 
Albany. 

May 20, Colorado Assn. of Life Underwriters, 
annual, the Cosmospolitan hotel, Denver. 
May 23-25, Insurance Accounting & Statistical 

Assn., Palmer House, Chicago. 

May 26, Wisconsin Assn. of Life Underwriters, 
annual, Elks club, Milwaukee. 

May 27, Wisconsin Assn. of Life Underwriters, 
sales congress, Elks club, Milwaukee. 

May 30-June 3, National Assn. of Insurance 
Commissioners, annual, Biltmore hotel, Los 
Angeles. 

June 1, Actuarial Club of the Pacific States, 
annual, Coronado hotel, San Diego. 

June 2-3, Society of Actuaries, regional, Hotel 
del Coronado, Coronado, Cal. 

June 3, Tennessee Assn. of Life Underwriters, 
annual, Andrew Jackson hotel, Nashville. 

June 12-13. North Carolina Assn. of Life Un- 
derwriters, annual, George Vanderbilt hotel, 
Asheville. 

June 12-16, Insurance Division of the Special 


Libraries Assn., annual, Hotel Statler, De- 
troit. 

June 13-15, Internation! Assn. of A & H 
Underwriters, annual, Gunter hotel, San 
Antonio. 


June 17-18, Alabama Assn. of Life Underwrit- 
ers, annual, Muscle Shoals hotel, Sheffield. 

June 23-25, Texas Assn. of Life Underwriters, 
annual, Texas hotel. Fort Worth. 

June 24-25, Georgia Assn. of Life Underwriters, 
annual, Hotel Dempsey, Macon. 

June 27-30, Million Dollar Round Table, an- 
nual, Greenbrier hotel, White Sulphur 
Springs, W. Va. 


July 7-9, International Assn. of Insurance 


Counsel, annual, Hotel del Coronado, 
Coronado, Cal. 

Aug. 2-5. National Insurance Assn., annual, 
Hollenden hotel, Cleveland. 

Aug. 17-20. Federation of Insurance Counsel, 


annual, Sheraton Park hotel, Washington, 
D.C. 


Aug. 21, American Bar Assn., insurance law 
section, annual, Philadelphia. 

Aug. 22-26, National Assn. of Life Underwrit- 
ers, annual, Jefferson hotel, St. Louis. 

Aug. 25-28, Texas Life Convention, annual, Na- 
cional hotel, Havana, Cuba. 

Sept. 5-7, International Federation of Com- 
mercial Travelers Insurance Org., annual, 
Sun Valley Lodge, Sun Valley, Ida. 

Sept. 26-28, Bureau of A&H Underwriters, an- 


nual, Mount Washington hotel, Bretton 
Woods, N. H. 
Sept. 26-28, National Fraternal Congress of 


America, annual, Royal York hotel, Toronto, 
Ontario. 

Sept. 26-28, Life Office Management Assn., an- 
nual, Edgewater Beach hotel, Chicago. 
Oct. 5-7, Society of Actuaries, annual, Shera- 
ton-Mount Royal hotel, Montreal, Quebec. 
Oct. 11-14, American Life Convention, annual, 
Edgewater Beach hotel, Chicago. 

Oct. 19-21, Assn. of Life Ins. Medical Direc- 
tors, Statler hotel, New York City. 

Oct. 26-28, Institute of Home Office Under- 
writers, Kentucky hotel, Louisville. 

Oct. 26-28, American Management Assn., In- 
surance Conference, Palmer House, Chicago. 

Nov. 7-11, Life Insurance Agency Manage- 
ment Assn., annual, Edgewater Beach hotel, 
Chicago. 

Nov. 19-20, Pennsylvania Assn. of Life Under- 


writers, George Washington hotel, Washing- 
ton. 

Nov. 
Commissioners, 
New York City. 

Dec. 11-12, Assn. of Life Insurance Counsel, 
winter meeting, Waldorf-Astoria hotel, New 
York City. 

Dec. 14-15, Life Insurance 
annual, Waldorf-Astoria 
City. 


Small Chance for Ind. 


Bill to Cut Commissioners 


A bill has been introduced in the In- 
diana house to replace the insurance 
commissioner with a five-man commis- 
sion to be appointed by the governor. 
Chances of passage appear to be slim, 
since Rep. Downey, chairman of the 
house insurance committee and an in- 
surance man himself, has referred to 
the bill as “silly” and “a joke.” 


Wins Pacific Mutual Trophy 


Arthur C. Krauel, Los Angeles gen- 
eral agent, won the Pacific Mutual Life 
Agency Assn.’s silver trophy for the 
best agency-building job in 1954. Mr. 
Krauel also received a check for $1,- 
000 from Asa V. Call, president. Sever- 
al factors in addition to production are 
considered in making the award. 


28-Dec. 2, National Assn. of Insurance 
midyear, Commodore hotel, 


Assn. of America, 
hotel, New York 

























“THE GREATEST GOOD 
TO THE GREATEST NUMBER” 


Guided by Abraham Lincoln’s principles, 
The Lincoln National Life Insurance Com- 
pany constantly strives to extend its service 
to the largest proportion of applicants. Not 
only does Lincoln National insure preferred 
risks, it has for more than 40 years offered 
sound protection at reasonable rates to the 
physically impaired and to those in hazard- 
ous occupations. 

This broadening of the agent’s market by 
bringing life insurance to those who need 
it most is another reason for our proud claim 
that LNL is geared to help its field men. 


The 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne, Indiana 


504 , -/955 
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Broker Proves Worth, Head 
of Greater N. Y. Assn. Says 


The broker has a rightful place in 
the insurance fraternity, Joseph Klep- 
per, president of Greater New York 
Insurance Brokers’ Assn., declared in 
a statement prompted by a remark 
by Edmund Fitzgerald, president of 
Northwestern Mutual, that his com- 
pany does not handle brokerage busi- 
ness. Mr. Klepper said many life com- 
panies today do take this business and 
brokers have no trouble placing it. 

He averred that brokerage accounts 
carry low acquisition costs and enjoy 
good persistency rates. The broker, he 


added, often can submit valuable in- 
formation to the underwriter to aid 
in appraising risks. 





Pru May Build in Columbus 


COLUMBUS, O.—Columbus is one 
of five cities being considered by Pru- 
dential for a regional office. A sky- 
scraper would be erected to house 2,- 
000 employes. Other cities being con- 
sidered are Cleveland, Pittsburg, Cin- 
cinnati:and Louisville. President Car- 
roll M. Shanks and South-Central 
Vice-president E. S. Allsopp were in 
Columbus recently looking over the 
ground 





the ordinary and industrial field. 


330 S. Wells Street 





WANTED 
Training Director 


This well known eastern combination company writing both ordi- 
nary and industrial is looking for a man in his late thirties to head 
up their training program. He will operate and supervise the training 
for the entire company. He must have experience in training men in 


home office program for Managers and Assistants. Salary $7,500. to 
$10,000. Send your qualifications confidentially to: 


HArrison 7-9040 


He will be expected to set up a 


Chicago 6, Illinois 














ACTUARIES 








CALIFORNIA 


IND. & NEB. A 








COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Francisco Denver Los Angeles 





Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis - Omaha 

















RON STEVER and COMPANY 


CONSULTING ACTUARIES 
EMPLOYEE BENEFIT PLANS 


Los Angeles and San Francisco 








GA. VA.-N.Y. 


MISSOURI 


NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 




















BOWLES, ANDREWS & 
TOWNE 


Consulting Actuaries 
Employee Benefit Plans 
Atlanta « Richmond « New York 


ILLINOIS 


CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 





























Harry S. Tressel & Associates 
Consulting Actuaries 
10 S. LaSalle St., Chicago 3, Illinois 
Telephone 2-4020 
Ha S. Tressel, MA.LA. W. P. Kelly 





M. Wolfman, F.S.A. A. Selwood 
M. A. Moscovitch, A.S.A. M. Kazakoft 
D. Sneed L. Miler 














NEW YORK 








Consulting Actuaries 
Auditors and Accountants 


Wolfe. Corcoran & Linder 
116 John Street, New York, N. Y. 














OKLAHOMA 








W. J. BARR 
CONSULTING ACTUARY 


HOME STATE LIFE BUILDING 
OKLAHOMA CITY, OKLA. 




















PENNSYLVANIA 








CHASE CONOVER & CO. 


Consulting Actuaries 
and Insurance Accountants 














FRANK M. SPEAKMAN 
CONSULTING ACTUARY 











ASSOCIATE 
Telephone FRanklin 2-3868 E. P. Higgins 
135 S. La Salle St. Chicago 3, Il. THE BOURSE setae 














Field Shifts Prominent 
in Travelers Changes 


These changes, primarily in the 
field, have been made by Travelers: 

James C. Smith, who joined the com- 
pany at Newark in 1941 and has been 





C. W. Martin J. C. Smith 


manager at Erie, Pa., since 1953, has 
been promoted to assistant superinten- 
dent of salary allotment sales in the 
home office. He also served at Trenton. 
Charles W. Martin, who went with the 





H. F. Leutholt T. M. Gilbreath 


company at Washington, D. C., in 1950, 
succeeds Mr. Smith at Erie. 

Ross W. Byers, manager at Pitts- 
burgh since 1948, has been given sick 
leave. He joined at Omaha in 1925 and 
also has been at Indianapolis, Grand 





J. R. Bundrock M. H. Sickel 


Rapids and Toledo. Henry F. Leutholt, 
manager at Toledo since 1951, succeeds 
him. He went with the company at New 
York in 1937. Thomas M. Gilbreath 





C. C. Cook R. A. Denell 


succeeds Mr. Leutholt at Toledo. He 
joined Travelers at St. Louis in 1942. 


John R. Bundrock, manager at Col- 





—<——— 


umbus since 1951, becomes manager at — 


Richmond, Va., succeeding T. Shad 
Medlin, recently appointed to the home 
office staff. Mr. Bundrock began with 
the company in 1936 at Elizabeth, N. J,, 
and later went to Newark. Marshall 
Sickel, who succeeds Mr. Bundrock at 
Columbus, started with Travelers in 
1946 at Philadelphia and also has been 
at the home office. 


7 


Clarence C. Cook, manager at Kan. | 


sas City since 1948, goes to Hartford as 
manager, succeeding U. Hayden Brock- 
way, whose retirement was reported 
last week. Mr. Cook, with the company 
since 1925, also has been at Cedar Rap- 
ids, Ia., Peoria, Ill., Brooklyn and New 
York City. Robert A. Denell, manager 





D. W. Erwin L. W. Melms 


at Omaha since 1951, succeeds Mr. 
Cook at Kansas City. He began with 
Travelers in 1941 at Peoria. David W. 
Erwin, who joined the company at 
Dallas in 1948, succeeds Mr. Denell at 
Omaha. 

LeRoy W. Melms, with the company 
at Chicago since 1942, has been pro- 
moted to manager at Cincinnati. 

George B. Wilson, manager at Duluth 
since 1951 will assist Manager W. Ivan 
Fleming at Peoria. He went with Travy- 





L. H. DeBernardi 


H. H. Bennett Jr. 


elers at Winnipeg in 1938 and later . 


went to Vancouver. Leonard H. De- 
Bernardi, who succeeds Mr. Wilson at 
Duluth, went with the company at 
Minneapolis in 1950. 


Jack C. Loose, appointed brokerage 


manager at Pittsburgh, will be suc- | 


ceeded as manager at New Haven by 
Harold H. Bennett Jr. Mr. Loose joined 
Travelers at Reading in 1937 and 
served at Harrisburg and Philadelphia. 
Mr. Bennett joined at Manchester, N. 
H., in 1947 and later went to Milwau- 
kee. 

George H. Durbin and Charles L. 
Gaskill, who began with the company 
at Houston in 1952 and New York City 
in 1950, repectively, have joined the 
training, sales research and promotion 
division of the home office. 





Habn Joins Great Southern 


Great Southern Life has appointed 
Joseph W. Hahn associate actuary. He 
started in insurance in 1936 with 
American National, rising to associate 
actuary. In 1944 he went with Com- 
monwealth Life as associate actuary, 
and later became controller. 
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NEWS OF LIFE 


ASSOCIATIONS 





N.Y. Assn. to Hold 
All Day Sales Congress 


Life Underwriters’ Assn. of New 
york City will hold an all-day sales 
congress Mar. 10 in New York City. 
George P. Shoemaker, general agent of 
provident Mutual, is general chairman. 

Speakers will be Fred G. Kimball, 
manager of training of New York Life; 
Thomas T. Martin of Mutual Life of 
New York at Murfreesboro, Tenn.; and 
Will A. Foster, vice-president of Bor- 
den Cheese Co. 





N. E. Sales Conference Set 


The program has been readied for 
the annual New England sales con- 
ference, sponsored by Boston Assn. of 
Life Underwriters and to be held there 
March 3. 

Speakers are Halsey D. Josephson, 
general agent Connecticut Mutual, New 
York City; Carl P. Lundy, director of 
field training Prudential; Ralph G. En- 
gelsman, sales consultant to life com- 
panies, New York City; Lloyd H. Fe- 
der, Lincoln National general agent, 
Cleveland; Francis T. Fenn, Jr., asso- 
ciate general agent National Life of 
Vermont, Hartford, and Allan Jackson, 
CBS radio and television newscaster. 


Phila. Sales Meeting Set 


The program for the annual lunch- 
eon and sales congress of Philadelphia 
Assn. of Life Underwriters Feb. 17 
will include addresses by Charles H. 
Schaaff, vice-president of Massa- 
chusetts Mutual, Glenn W. Isgrig, gen- 
eral agent at Cincinnati for Lincoln 
National, and C. S. Ohsner, independ- 
ent agent of Columbus, O. 


Hold Okla. Assn. Annual 


Oklahoma Assn. of Life Underwrit- 
ers sales congress was addressed 
by Lester O. Schriver, managing direc- 
tor of the National association Feb. 5 
at Stillwater. Other principal speak- 
ers were Grant Taggart, California- 
Western States Life, Cowley, Wyo.; 
Robert L. Hogg, Equitable Society 
vice president, and O. Alfred Granum, 
Northwestern Mutual, Amery, Wis. 


Cook to Speak at Newark 


Paul W. Cook, Chicago general agent 
of Mutual Benefit Life, will speak on 
business insurance at the meeting of 
Newark Life Underwriters Assn. Feb. 
17 at Newark. 














Oakland-East Bay Forum Date Set 


Oakland-East Bay Life Underwriters 
Assn. will hold its annual sales forum 
at Berkeley, May 19. Speakers will be 
Dr. R. E. Burns, president of College 
of the Pacific; R. L. Nicholson, presi- 
dent Pacific Tractor & Implement Co., 
and Robert Craig, general agent Aetna 
Life at Los Angeles. 


Hoosiers to Hear H. A. Hedges 


Featured speaker on the consecutive 
Program of Indiana Assn. of Life Un- 
derwriters and Indiana Leaders Club, 
Turkey Run, Ind., April 28-30, will be 
Herbert A. Hedges, general agent 
Equitable of Iowa, Kansas City, past 
president of NALU. 

The consecutive meeting of the two 
organizations is an innovation as pre- 
viously they have met at different 
times. Mr. Hedges will be the closing 
speaker for the state meeting and the 
— speaker for the Leaders Club 

on. 








March 18 meeting of the association. Congress- 
man Curtis has gone on record as expressing 
concern over the general expansion of social 
security benefits. 


Indianapolis—Paul Grimes, manager of gen- 
eral advertising of Indianapolis Newspapers, 
Inc., spoke. 


Madison, Wis.—Speaker at the January meet- 
ing was Fred H. White, general agent for Mas- 
sachusetts Mutual. 

Lima, O0.—John Williams, manager of the 
Wayne district of Prudential, Toledo, addressed 
the January meeting. 

Columbus, 0.—Thomas A. Ferns, Equitable 
Society, Akron, talked on “Developing a Cli- 
entele.” 


Peoria Ill—Speaker was Charles W. Eliason 
Jr., vice-president and trust officer of Com- 
mercial National Bank & Trust Co., Peoria. 


Muskogee, Okla.—Speaker at the January 
meeting was James D. Booth, agency manager 
of the eastern half of Oklahoma for Equitable 
Society. 

Scotts Bluff, Neb.—H. F. Hillman, Pruden- 
tial, Lincoln, president of the Nebraska asso- 
ciation, addressed the January meeting of the 
Panhandle association. 


Milwaukee—Howard A. Austin, executive 
director of agencies of the Prudential north 
central home office in Minneapolis, addressed 
a meeting at which Milwaukee CLU chapter 
members were guests. 


Springfield, Wll—Speaker at the January 
meeting was W. Robert Moore, Connecticut 
Mutual, Decatur, president of the Illinois asso- 
ciation. 


Lansing, Mich.—S. S. Dunning, assistant su- 
perintendent of agencies for Occidental Life, 
addressed a breakfast session. 


Stephenson, Mich.—Edward Schroder, New 
York Life, Appleton, addressed the January 
meeting of Wisconsin-Upper Michigan asso- 
ciation. 


Detroit—Isaac S. Kibrick, New York Life, 
Boston, addressed the January meeting of the 
Council of Field Underwriters. 


Denver—Addressing the January meeting, 
Sam Beery, Colorado commissioner, strongly 
endorsed an agent’s qualification law. Such a 
measure is now before the legislature. 











Paul H. Primm, center, Mutual of 
New York, receives from award com- 
mittee chairman William J. Haggerty, 
left, Occidental Life of California, the 
Bernard L. Wilner silver trophy pre- 
sented annually by District of Colum- 
bia Assn. of Life Underwriters in rec- 
ognition of outstanding service to the 
business. C. Carney Smith, Mutual 
Benefit Life, president of the associa- 
tion, is at right. The award was estab- 
lished in 1947 by Morton H. Wilner 
in memory of his brother. 


Bach Tops Penn Mutual 
All Time Sales Record 


Karl Bach of the Forrest J. Curry 
agency, San Francisco, of Penn Mutual 
Life topped all former records in Jan- 
uary by producing $1,009,620 of life 
insurance on 52 lives. The $6,205,684 
January production of the Curry agen- 
cy exceeded that of any recorded in 
one month for any agency of the com- 
pany. And Penn Mutual sales in Jan- 
uary totaled $42,514,083, an increase 
of 30.6% over the first month of 1954. 











e The third school to be held this year 
for combination managers of Life of 
Virginia will take place Feb. 13-18 at 
Cincinnati. It will be for midwestern 
managers. ; 













is the catalogue 
of more than 200 field- 
tested sales aids created to 
assist the field underwriter 
secure and maintain quality 
business and build personal 
and Company prestige. De- 
veloped in 1940, the Guide 
is revised annually. It clas- 
sifies, lists and describes 
each item, and provides a 
cross-index to facilitate the 
selection of the appropriate 
sales aid to be used in each 
situation. 
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EQUITABLE LIFE 
INSURANCE COMPANY OF IOWA 


| 
Founded in 1867 in Des Moines 








For More (and better) Interviews 


With Farmers— 


Now that the farmer is covered by Social Security, we 
have just published a new booklet which every life under- 
writer will want to pass along to his farmer prospects and 
policyholders. 

First part of the booklet covers retirement benefits, family 

efits—everything the farmer will want to know about his 
Social Security coverage. Part two deals with the farmer as 
a sole proprietor and stresses the importance of supplement- 
ing benefits with life insurance—and coordinating the two. 

If you want to be among the first to make use of this 
powerful “interview-getter,” send one dollar for trial order of 
six copies: What Socsal Security Means to You, Mr. Farmer. 


-_ 
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L & C Enters California, 
Opens Division at L. A. 


Life & Casualty has entered Cali- 
fornia and has established a western 
division at Los Angeles. John E. Kay, 
formerly vice-president and manager 





Charles DeJean 


John £. Kay 


of the Texas division, has been named 
to a similar position in the new divi- 
sion, and Charles DeJean, assistant 
vice-president, has been named assist- 
ant manager in charge of development 
of the California territory. 

Mr. Kay, with the company more 
than 30 years, was in charge of its 
first Texas office and later was pro- 
moted to division manager of that 
state. The company now operates in 
14 states and District of Columbia. 


Milwaukee Council Elects 


Henry B. Kay of New York Life has 
been been elected president of Mil- 
waukee Life Insurance Trust Council, 


WANT ADS 


Rates—$18 per inch per insertion—1 inch mini- 
mum. Limit—40 words per inch. Deadline 5 P. M. 
Friday in Chicago office—175 W. Jackson Blvd. 
Individuals placing ads are requested to make 
payment in advance. 
THE NATIONAL UNDERWRITER— 
LIFE EDITION 














GROUP SALES OPPORTUNITY 


Eastern Life Company has opening for 
group sales representative in their Los 
Angeles Office. Pacific Coast Managers for 
this Life Company have largest brokerage 
operation on West Coast. Wonderful op- 
portunity for group man wanting to ad- 
vance rapidly in the business. Good starting 
salary. At least one year's experience. Un- 
der age 35 preferred. All replies confiden- 
tial. Address D-25, The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 
4, Illinois. 








HOME OFFICE 
SALES OPPORTUNITY 


For Assistant Agency Director, 45 or under, with 
established Midwestern Company writing mod- 
ern line of Ordinary Contracts. Must have ex- 
perience in training new representatives to solicit 
and develop prospects in new territories. Salary, 
production bonus, and traveling expense, basis 
of compensation. Give details of experience, 
personal production record, education, refer- 
ences, family, etc. Replies treated confidential. 
Write Box D-10, The National Underwriter Co., 
175 W. Jackson Blivd., Chicago 4, III. 








OUR FAST EXPANDING COMPANY —e 
A SUPERINTENDENT OF AGENCIES AGE 35-45 
WITH EXPERIENCE IN LIFE, ACCIDENT AND 
HEALTH, get gs be veered AND SALES 
PROMOTION. OUR COMPA ONE OF 
THE MOST MODERN HOME OFFICES WITH 
OUR OWN PRINTING PLANT. 

WRITE IN COMPLETE CONFIDENCE GIVING 
EXPERIENCE BACKGROUND, PERSONAL DATA, 
STATING SALARY AND INCENTIVE BONUS RE- 
QUIRED. ENCLOSE RECENT PHOTOGRAPH. 
ADDRESS D-i!, THE NATIONAL UNDERWRITER 
CO., 175 W. JACKSON BLVD., CHICAGO 4, ILL. 








ACTUARY WANTED 


Splendid opportunity open for young woman or 
man with actuarial training for position of as- 
sistant actuary with medium-sized Midwest life 
insurance society. Also will head its 1.B.M. elec- 
pe development program. Salary open. Our 

fel Wri know of this ad. All replies confiden- 
tia rite Box D-15, The National Underwriter 

, 175 W. Jackson Blvd., Chicago 4, Ill. 











succeeding Joseph C. Moser, Marshall 
& Ilsley Bank. James Ward Rector, 
First Wisconsin Trust Co., was advan- 
ced to vice-president, and is succeeded 
by Warren E. Clark, Northwestern 
Mutual, as secretary-treasurer. 


B.M.A. Liberalizes 
Life, A&H Policies 


Major extensions in both disability 
and life plans were explained to Busi- 
ness Men’s Assurance managers at a 
meeting in Kansas City by J. C. Hig- 
don, president and J. W. Saylor, sales 
vice-president. 

The company’s basic plan which 
provides monthly income for accident 
or sickness plus supplementary bene- 
fits for expenses resulting from hos- 
pitalization, surgery, aviation acci- 
dent and polio, now will be offered 
to employed males and females ages 
66 to 80 inclusive. Previously these 
benefits were extended to present poli- 
cyholders to the older ages and now 
will be offered to everyone. 

The age limit for the hospital ex- 
pense only contract has been extended 
for both males and females from age 65 
to 80. The company also now is issuing 
a guaranteed renewable accident cov- 
erage. 

The special and the preferred whole 
life plans have been extended to ages 
71 to 80 inclusive. Term supplements 
have been extended to age 60 inclu- 
sive. 

Managers who received plaques at 
the meeting for outstanding achieve- 
ment during 1954 were W. W. Mayfield, 
San Francisco; H. G. Horn, Portland; 
G. A. Diehl, Milwaukee; A. J. A. John- 
stone, Sacramento; W. B. Huie, Phoe- 
nix; C. W. Cooper, Springfield, II1.; 
T. J. Tomlinson, Shreveport, and R. E. 
Cook, Detroit. 


1954 —— ear for 
Continental Assurance 


Continental Assurance closed 1954 
with $3,126,756,214 life insurance in 
force, a gain of $539,673,179, the great- 
est increase in the history of the com- 
pany and greater than the total of 
paid-for insurance in force for the year 
1945. 

Operating profit after taxes was $6,- 
376,053 as against $3,204,035. Assets 
were $338,394,832, an increase of $3,- 
108,980. Gross surplus increased $5,- 
286,598 to $31,149,404. 

During the year capital stock shares 
were doubled by reclassifying each 
share of $10 par value into two shares 
of $5 par value. A quarterly dividend 
of 25% was declared on the new $5 par 
value stock, payable March 31 to stock 
of record March 17. 


To Vote on Unionizing 


National labor relations board has 
ordered an election to be held within 
30 days among office clerical employ- 
es of four district offices of American 
National in the Detroit area to de- 
termine whether or not they wish to 
be represented by Local 42, Office 
Employes International, AFL. 


Colonial Raises Rate to 344% 


Colonial Life has increased from 
3% to 3%% the interest rate for the 
current year on life insurance pro- 
ceeds left on deposit under optional 
modes of settlement. 


District Managers Confer in N. C. 


A three-day conference for district 
managers of Jefferson Standard Life 
drew 29 district managers from 17 
states to Greensboro N.C. Karl Ljung, 
vice-president in charge of agency 
operations, was chairman. 


260 MDRT Qualifiers 


Given on Second List 


(CONTINUED FROM PAGE 1) 

R. Pharr, New York Life, Rancho Santa Fe, 
Cal.; L.T. Prettyman, Northwestern Mutual, 
Muskegon, Mich.; C.D. H. Prussing, Connecti- 
cut General, San Francisco; A. F. Raynor, Lon- 
don Life, Toronto; N. I.. Rhoton, New York 
Life, Flagstaff, Ariz.; A. E. Riley, New York 
Life, Kansas City; A. D. Rinne, Northwestern 
Mutual, Indianapolis; C. E. Roberts, Atlas Life, 
Tulsa; H. M. Roberts, Southwestern Life, Dal- 
las. 

P. J. Sala, Connecticut Mutual, Newark; R. 
L. Scharff, Northwestern Mutual, St. Louis; 
R. O. Segal, independent, New York Citv: 
Max Seigler, Great-West Life, Montreal; Rich- 
ard K we Mutual Life of Can., Vancouver, 
B. . C. Stangle, California-Western States, 
Beattie: “W. M. Trostle, Massachusetts Mutual, 
Cleveland, Ohio; Robert E. Watson, Occidental 
Life of Calif., San Francisco; C. R. Welman, 
National Life of Vt., Montpelier; oe Wolff, 
Southwestern Life, Houston, Texas; B. H. Zais, 
Connecticut Mutual, Burlington, Vt: M. L. 
Alberts, Equitable Society, Chicago; P. T. Au- 
bin, Connecticut General, Chicago; H. L. Bar- 
nett, Northwestern Mutual, New York City; 
M. M. Bernstene, New York Life, Chicago; 
Cc. S. Bray, Victory Life, Topeka. 

LIFE 


R. B. Brown, College Life, West Lafayette, 
Ind.; L. H. Bunting, Equitable Society, New 
York City; W. H. Burns, independent, Phila- 
delphia; G. S. Burtis, Connecticut General, 
Chicago; Mrs. Eunice C. Bush, Mutual Life of 
N. Y., Baton Rouge; R. S. Caulkins, Connecti- 
cut Mutual, Cleveland; Quan Lun Ching, Pru- 
dential, Honolulu; P. F. Clark, John Hancock, 
Boston; Cecil Frankel, Equitable Society, Los 
Angeles; Irving Freed, New York Life, New 
York City; P. E. Garrett, Ohio National Spo- 
kane; A. R. Hahn, Northwestern Mutual, Phila- 
delphia; R. H. Henshaw, Franklin Life, Phila- 
delphia; D. A. Kaufman, Northwestern Mutual, 
Chicago; D. C. Kent, Equitable Society, De- 
troit. 

M. Landwirth, Massachusetts Mutual, Pe- 
oria; Herman Lasker, Mutual of N. Y., Eau 
Claire, Wis.,; T. A. Lauer, Northwestern Mu- 
tual, Joliet. Ill.; S. N. Murphy, Penn Mutual, 
Jackson, Miss.; L. L. Newman, Penn Mutual, 
Ft. Wayne, Ind.; G. W. Page, Provident Mu- 
tual, Los Angeles; Bertram Parker, South- 
western Life, Corpus Christi, Tex.; W. P. Parr. 
John Hancock, Baltimore; R. K. Powers, Mass- 
achusetts Mutual, Spokane; F. G. Rollinger, 
Massachusetts Mutual, Sioux Falls, S. D.; S. D. 
Rosan, Continental Assurance, New York City; 
Adam Rosenthal, General American, St. Lou- 
is; W. I. Russell, Northwestern Mutual, De- 
troit; H. N. Sloane, Continental Assurance, 
New York City; C. R. Smith, Massachusetts 
Mutual, Asheville, N. C. 

S. F. Smith, Connecticut General, Hartford: 
Daniel Spooner, independent, New York City: 
S. C. Steinman, Northwestern. Mutual, Chicago; 
B. B. Stephens, Massachusetts Mutual, Los An- 
geles; M. G. Tuttle, Lincoln National, Miami; 
Jerry Wertheimer, United Fidelity Life, Dal- 
las; C. Wood, Travelers, Philadelphia; 
J. K. Wyard, John Hancock, Peoria; Earl Zeb- 
ley, independent, Wynnewood, Pa. 


LIFE & QUALIFYING, FIRST TIME 

R. H. Bible, Prudential, Morristown, Tenn.; 
L. M. Blum, Southwestern Life, Galveston; J. 
F. Bond, Mutual Benefit, St. Johns, Mich.; M. 
S. Caldwell, Connecticut Mutual, Salt Lake 
City; Ewing Carruthers, Massachusetts Mutual, 
Memphis. 

Robert Casey, Northwestern Mutual, Dayton; 
M. R. Coulson, Penn Mutual, Wichita; M. P. 
D’Addabbo, Connecticut General, New Britain, 
Conn.; L. S. Dahlman, Prudential, New Or- 
leans; R. B. DuVal, Home Life, Baltimore; W. 
T. Fleming, Phoenix Mutual, Philadelphia; J. 
D .Fluker, National Life of Vt., Atlanta; B. W. 
Frederick, National Life of Vt., Atlanta; J. H. 
Gerson, Equitable Society, Atlanta; H. T. Gil- 
len, Northwestern Mutual, Newark; Paul Good- 
man, New York Life, Los Angeles; O. A. Gran- 
um, Northwestern Mutual, Amery, Wis.: Syd 
Hoare, Canada Life, Vancouver; C. E. Hoenk, 
Northwestern Mutual, South Bend, Ind.; P. F. 
Howerton, Connecticut Mutual, Charlotte, N. 


M. A. Kennedy, Indianapolis Life, Noblesville 
Ind.; W. J. Keyes, Security Life & Trust, 
Greensboro, N. C.; C. T. Kingston, Jr., Union 
Mutual Life, Hartford; r.. Koenigsberger, 
Mutual of N. Y., Beverly Hills, Calif.; A. P. 
Lee, Union Mutual Life, New York City; R. N. 
Link, Minnesota Mutual, Los Angeles; D. C. 
McCune, Fidelity Mutual, Pittsburgh; J. L 
McGookey, New York Life, Castalia, O.: W. L. 
McKechney, Northwestern Mutual, Chicago; 
Tom MeNiel, Mutual of N. Y., Dallas; W. S., 
Marshall, Northwestern Mutual, Colorado 
Springs; D. B. Meadows, Jr., Jefferson Stand- 
ard, Corpus Christi, Tex.; W. H. Muldowney, 
Equitable Society, Grand Rapids, Mich.; John 
Mulock, Mutual Benefit, Belleair, Fla.; H. 
Norman, Provident L. & A., etroit. 

J. D. Plunkett, Provident Mutual, Reading, 
Pa.; W. S. Pratt, Northwestern Mutual, Hart- 
ford; J. Dz Rosenbaum, Connecticut Mutual, 
Cleveland; Emanuel Spack, New York Life, 
Kansas City; H. E. Whalen, Jr., Northwestern 
Mutual, Dayton; R. E. Wood, Phoenix Mutual, 
San Francisco. ' 


QUALIFYING REPEATING 


Edward J. Adams, Equitable Society, Akron; 
R. M. Baker, Mutual Benefit, Los Angeles; 
D. C. Ballou, National Life of Vt., New Cana- 
an, Conn.; J. A. Bellows, Jr., Northwestern 
Mutual, Tucson; R. G. Bowers, New York Life, 
Keokuk, Ia.; W. H. Branch, Jefferson Standard 
Chapel Hill, N.C.; R. F. Brown, Mutual of 
N. Y., Sacramento; R. J. Burson, Massachusetts 
Mutual, Rochester, N. Y.; G. B. Chapman, Jr., 
Aetna Life, Cleveland; R. H. Creed, Southwest- 
ern Life, Wichita Falls, Tex. 

J. W. Davis, Volunteer State Life, Chatta- 
nooga; E. F. DuPree, Provident L. & A., Green- 
. C.; C. T. Ermlich, Ohio National, Al- 
O.; R. K. Farris, New York Life, San 
Jose, Calif.; J. L. Feder, Mutual of N. Y., New 
York City; Herman Fishman, Franklin Life, 


Detroit; W. B. Feldenheimer, Aetna Life, Port- 
land, Ore.; W. H. Gaither, Jefferson Standard, 
Charlotte, N. C.; R. S. Gay, Prudential, Detroit: 
Clarence J. Heldman, Prudential, Cincin- 
nati, Ohio; F. R. Horner, Northwestern Mu- 
tual, Madison, Wis.; H. M. Katzen, Mutual 
Trust Life, New York City; G. K. Lawrence, 
Southwestern Life, Vernon, be Albert Lloyd, 
New York Life, New York, . Lon- 
go, Occidental Life of Calif., a ‘Angeles. 

Cc. A. Bern MacRury, Great-West Life, Van- 
couver;: S. R. = Connecticut Mutual, 
Charlotte, N. C.; T. Mutschler, Prudential’ 
Merchantville, N. ee John Pennington, State 
Mutual Life, Buffalo; Guy Poliquin, Pruden- 
tial Assurance, Ltd., Montreal; A. S. Potwin, 
Connecticut Mutual, Portland, Ore.: H.A. Rife, 
New York Life, Detroit; William Rosenfeld. 
Lincoln National, Greenville, S. C.; Mrs. Wil- 
ma E. Schaefer, New York Life, Key West, 
Fla.; K. H. Schmidt, National Life of Vt., 
Akron; S. M. Selekman, New York Life, Pitts- 
burgh; P. A. Watson, Northwestern Mutual, 
Chicago. 

QUALIFYING FIRST TIME 

J. C. Alley, New York Life, Los Angeles; 
Jack Arkin, New York Life, Honolulu; Ru- 
dolph Arkin, Massachusetts Mutual, Washing- 
ton, D.C.; Paul Arst, Prudential, Baton Rouge; 
E. W. Ashley, Canada Life, San Francisco. 

. W. Baechel, Mutual of N. Y., Akron; 
P. B. Baker, New York Life, Newark; S. T. 
Barnes, New York Life, Orlando, Fla.; R. N. 
Benedict, New York Life, Kansas City; J. W. 
Brakebill, Provident L. & A., Memphis; R. C. 
Brand, National Life of vt. New Canaan, 
Conn.; Bridges, Prudential, Springfield, 
Mo.; M. Cantor, New York Life, Philadelphia; 
D. S. Caputo, New York Life, New York City: 
C. R. Daman, Northwestern Mutual, Lansing, 
Mich.; H. S. Easton, Home Life, Cleveland: 
F. A. Flory, Massachusetts Mutual, Adrian, 
Mich.; R. O. Fox, Commonwealth Life, Louis- 
ville; B. L. Frazer, John Hancock, Dixon, Ml; 
J. F Frohman, Northwestern Mutual, Cincin- 
nati. 

P. A. Gibson, New York Life, Arlington, Va.; 
J. A. Ginn, Jr., New York Life, Palatka, Fla.; 
S. M. Hamburger, New York Life, New York 
City; M. Handler, New York Life, New York 
City; D. J. Hannah, Massachusetts Mutual, 
Springfield, Mass.; Bart Hodges, New York 
Life, Austin, Tex.; G. S. Hosmer, New York 
Life ,Syracuse; D. A. Hughes, New York Life, 
Miami; L. L. Ingram, United Service Life, 
Denver; P. D. Jensen, Beneficial Life, Provo, 
Utah; G. J. Johnson, New York Life, St. 
Paul; J. C. Johnson, Provident L. & A., Chat- 
tanooga; A. R. Kapner, Connecticut Mutual, 
Albany, N. Y.; W. A. Kennedy, Manufacturers 
Life, Winnipeg; C. L. Kolvoord, Kansas City 
Life, Los Angeles. 

Vv. A. Liberto, Sun Life, Can., Laurel, Miss.; 
Edward Mellor, Mutual Benefit, Philadelphia; 
J. F. Miller, Prudential Assurance, Ltd., Hali- 
fax, Can.; F. M. Nice, Provident Mutual, Read- 
ing, Pa.; R. C. Oaks, Canada Life, Kingston, 
Can.; E. M. O’Keeffe, National Life of Vt., 
New York City; M. J. Paine Jr., National 
Life of Vt., Valdosta, Ga.; P. M. Philibosian, 
Prudential, Oakland, Calif.; F. P. Pulliam, New 
York Life, Arlington, Va.; M. H. Ridges, New 
York Life, Salt Lake City; Joe Rogers, New 
York Life, Honolulu; R. D. Smith, Massachu- 
setts Mutual, Dayton; W. M. Smock, Provi- 
dent Life, St. Paul; H. K. Stegeman, Jr., Con- 
necticut General, Cincinnati; F. E. Sullivan, 
American United Life, South Bend, Ind.; F. 
J. Sumner, Prudential, Sacramento, Calif.; B. 
B. Taylor, Southwestern Life, Cleburne, Tex. 


UCD and WC in Fore of 


Insurance Bills in Calif. 


LOS ANGELES—Workmen’s com- 
pensation insurance, the UCD act and 
taxation of insurers apparently are the 
subjects that will have front rank 
when the California legislature re- 
convenes after the statutory 30-day 
recess. There are 115 measures dealing 
with UCD. 

One of the first bills to be taken up 
in connection with WC is a key meas- 
ure relating to rates which states that 
no rating classification or system can 
be approved by the commissioner un- 
less it prescribes maximum as well as 
minimum rates. 

There is likely also to be some battl- 
ing about the certificate of conven- 
ience. California Assn. of Insurance 
Agents is throwing its support to a 
bill which would delete’ the word 
“agent” and the words “as the case 
may be” thereby making issuance of 
such certificates only to solicitors. 
This does not apply to life and dis- 
ability agents. 


Reilly, Grady Promoted 
by Midland Mutual Life 


Midland Mutual Life has named G. 
Emerson Reilly vice-president and ac- 
tuary and Charles W. Grady vice-pres- 
ident and comptroller. 

With the company since 1925, Mr. 
Reilly was named assistant actuary in 
1931, associate actuary in 1946 and 
actuary in 1950. Mr. Grady has served 
as comptroller since 1950. He joined 
the company in 1924. 

Fred C. Pixley has been named as- 
sistant manager of the mortgage loan 
department. 
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ors Major Medical May 
Hold Key to A&H Future 


(CONTINUED FROM PAGE 2) 
tion may have no logical justification. 
“Isn’t it just another method of making 
the money left over from the basic cov- 
erage appear to support major medical 
coverage?” he asked. 

Once the deductible, termination of 
benefits and the time limit on a de- 
ductible have cut down the price of 
major medical, Mr. Wilson said, the 
job can be completed by eliminating 
the btggest problem, diseases. The pol- 
icy can exclude mental illness, tuber- 
culosis, heart disease, stomach ulcers 
or cancer. If this is done the business 
gets back to the basic question of 
whether major medical is a member 
of group coverage or a new concept of 
coverage which ultimately will replace 
basic group. Only life insurance com- 
pares with major medical in the di- 
versity between costs for the young and 
old. Mr. Wilson said there are groups 
in force paying a premium of $2.50 
per month for a family while the iden- 
tical coverage for another group costs 
$18.50. If the cost of taking care of 
retired people is added to that of the 
employed group, a situation is created 
under which the younger man or wom- 
an will refuse to pay an average rate, 
even if the employer is making a sub- 
stantial contribution. 


The result is that a beginning will 
have to be made of reserving against 
the hazard of age, Mr. Wilson declared. 
This is a more serious problem than 
in group life because the age at which 
the hazard begins to get larger occurs 
sooner than in group life. “The prob- 
lem of a broad form of coverage for 
older people is so great that any at- 
tempt to solve the future financing of 
such persons by reliance upon a pay- 
as-you-go basis is plain economic sui- 
cide.” 

In the personal major medical field, 
Mr. Wilson noted that non-can policies 
have been developed under a level 
premium theory based upon age at en- 
try. This recognizes the fundamental 
of hazard by reason of the aging pro- 
cess that cannot be taken care of under 
a pay-as-you-go system, but it also 
creates a new problem for group major 
medical in the case of an older man 
who loses his job and has to pay the 
rate at age of entry in order to get 
protection on an individual basis. 


Suggesting that under the life insur- 
ance method of payment, major med- 
ical might have added to it the added 
attraction of cash values, Mr. Wilson 
said the obstacle to this is the unknown 
quantity of the amount of money 
which has to be reserved. The un- 
known regarding loss payments might 
be scientifically approached through 
morbidity tables, but they are dramat- 
ically lacking, and offer strong evi- 
dence that A&H insurance needs sci- 
entific development. The question of 
cost of medical care in the future de- 
pends, he said, on two things—the pur- 
chasing power of the dollar, and the 
progress in the science of medicine. 
These items open up two areas of the 
future of A&H insurance—government 
intervention and medicine in insur- 
ance. 

It is generally accepted that if pri- 
vate enterprise over a reasonable pe- 
riod of time does not meet public de- 
mands in the A&H field, the people 
will turn to government, and the big- 
gest item in this problem is adequate 
coverage at a reasonable price for those 
in the older ages, above 50. If ade- 


quate coverage could be provided at a 
price the older man can pay, the higher 
costs of aging will have to be redis- 
tributed over the adult lifetime of the 
individual by the process of reserving. 
Funds set up in reserve to buy care in 
the future can be guaranteed if the 
government prevents the type of in- 
flation that destroys the economy, Mr. 
Wilson said, predicting, however, that 
under major medical as it will develop, 
there will be a distinction between 
medical costs—the budgetable expense 
up to a certain percentage of income, 
and the expense in excess of this, a 
truly insurable item under the classi- 
fication of major medical. If the gov- 
ernment prevents runaway inflation, 
he said, the insurance business can 
guarantee adequacy of its purchasing 
power of reserves set up today to buy 
major medical care tomorrow. 


On the score of relationship of ma- 
jor medical to medical progress, Mr. 
Wilson averred there is need of a re- 
awakening of the business for research 
through which medical knowledge is 
applied to serve the needs of A&H in- 
surance. “The greatest tragedy of the 
group insurance development in our 
country is a sacrifice that has been 
made of true research,” he asserted. He 
charged that under competitive pres- 
sure to produce a low net cost, the 
companies delegated to policyholders 
the job of collecting premiums, keep- 
ing records, and paying benefits. Claim 
payments are recorded on machines, 
and the major effort in such an opera- 
tion is to create ironclad controls to 
avoid running up the cost, especially 
since there is no money available for 
service. In the major medical field, it 
has been learned on the smaller risks 
that record-keeping cannot be dele- 
gated to the policyholder. There is 
more than $5.000 at stake on an indi- 
vidual, more than $20,000 at stake on a 
familv and the policyholder needs the 
protection of an independent set of 
records. Claims need professional han- 
dling. medical costs must be evaluated, 
and research is necessary to analyze 
cause and effect. 





Okla, Department Treated 
Fairly, Senator Hope Says 


Continued careful consideration of 
financial requirements of the Oklaho- 
ma department was promised by the 
senate appropriations chairman. Her- 
bert Hope. in a letter to Hugh E. Wy- 
att. president of Oklahoma Assn. of 
Mutual Tnsurance Agents. 

The financial status of the devart- 
ment came into the news last week 
when Commissioner Hunt declared a 
60-dav moratorium to clear up a back- 
log of work caused by lack of funds 
for personnel. In making the announce- 
ment. the commissioner blasted work- 
ing conditions and salaries. which he 
said were not adequate to keep effi- 
cient help. Mr. Hunt withdrew the or- 
der a short time later. 

The mutual agents’ association was 
one of the groups which asked for in- 
vestigation and reform if necessarv. In 
the letter to Mr. Wyatt, Senator Hope 
said, ‘We have in the past allocated to 
the insurance department every penny 
available under the general revenue 
picture of the state,” and that the ap- 
propriation for the department ‘will 
receive the same careful consideration 
that it has always received.” 





Conn. Mutual Names Top 5 


Connecticut Mutual’s five top pro- 
ducers among 21 representatives 
named to the company’s new million 
dollar group by placing at least $1 
million in life insurance during 1954 
were, in order of volume, Robert H. 


Goldsmith, Los Angeles; J. Milton 
EdeJstein, Chicago; Jerome Adler, 
New York; Samuel S. Herman, Chi- 
cee and James D. Rosenbaum, Cleve- 
and. 





Minnesota Mutual Names 


Wells Boston General Agent 


Reginald D. Wells has been ap- 
pointed general agent at Boston for 
Minnesota Mutual Life. He succeeds 
F. Ronald Vincent who has been serv- 
ing both as Boston general agent and 
New England regional group manager. 
Because of expansion in the group 
field, Mr. Vincent now will devote his 
entire time to his duties as regional 
group manager. He has been with the 
company six years. 

Mr. Wells has worked in insurance 
supervisory and managerial capacities 
since 1929. 


Ia. Agents’ Exam Bill Fails 


DES MOINES—The house of the 
Iowa legislature voted down, 43 to 60, 
a qualification bill for life agents after 
amending the measure to require all 
agents to take a written examination. 

As drafted, the bill would have only 
required new agents to take an exam- 
ination but the measure was amended 
by a voice vote to require present 





agents to take the examination within 
a one year period. After the bill was 
amended it was voted down. 

The senate passed and sent to the 
house a bill to permit life companies 
to invest in the International Bank for 
Reconstruction & Development. 





Forgy Heads New Hancock 
General Agency in S, C. 


Grady H. Forgy Jr., agency assistant 
in the home office general — de- 
partment of John 
Hancock since 
1953, has been ap- 
pointed general 
agent of a new 
agency at Colum- 
bia, S. C. He 
joined the com- 
pany at Little 
Rock in 1947. He 
is past president 
of Leaders’ Round 
Table of Arkansas, 
Little Rock Assn. 
of Life Under- 
writers and_ the 
graduate society 
of the Purdue and SMU institutes. 

Mr. Forgy will open his new offices 
at 1306 Lady street, Feb. 21. 





Grady H. Forgy Jr. 





Total expenditures and 


Here Is A Report You Should Have On 
$650,400,000 


RETIREMENT PLAN CONTRIBUTIONS 


Reports on retirement plan contributions by name ef 
the firm of 515 employers have been distributed to sub- 
scribers of the RESEARCH REPORTS, an employee bene- 
fit plan loose leaf administrative service issued weekly by 
the publishers of the Employee Benefit Plan Review. 


figures (mainly 1953 data) for the 515 employers follows: 


(Note: Figures are in millions. Last five digits are dropped, not rounded out.) 


unpaid past service liability 





*Grouped by data available 





CONTRIBUTIONS 
# of 
Companies Future Past Unfunded Past 
GROUP* Reporting " Service Service Total Service Liability 
A 172 $124.3 $57.2 $199.4 $ 505.4 
B 36 20.0 10.5 32.5 — 
Cc 124 — _ 142.1 459.0 
D 167 — — 267.4 — 
E 5 —_— — _— 11.9 
F 7 4.8 — - 36.8 
G 3 25 _— _ — 
H 1 _ 1.1 — 5.8 
TOTAL 515 $151.8 $68.9 $641.9 $1,019.1 
Future service contribution not in total 7.4 
Past service contribution not in total 1.1 
TOTAL ANNUAL CONTRIBUTION $650.4 


NEW SUBSCRIBERS OF THE RESEARCH REPORTS 
NOW RECEIVE OVER 1,000 PAGES OF 
ACCUMULATED INFORMATION IN 3 LARGE 
(814x11) RING BINDERS 


For further information write: 


CHARLES D. SPENCER & ASSOCIATES, INC. 
166 W. Jackson Bivd., Chicago 4, Ill. 
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Chicago Group Meeting Has Sparkling Card 


(CONTINUED 


FROM PAGE 1) 





Beers said. Much of it was formulated 
in accordance with the desires of the 
federal employes, he continued, though 
presently the government would pay 
one-third of the cost whereas employes 
are asking that it contribute one-half. 
He observed that the bill that appar- 
ently will be introduced seems to of- 
fer a high level of benefits for the pre- 
mium that will be charged, and added 
that from some points of view the pro- 
posed plan is a “monstrosity”. The gov- 
ernment premium contribution would 
be limited to $58.50 a year for an in- 
dividual and $156. for an employe with 
dependents. 

Four basic plans will be offered, Mr. 
Beers said. Employes not covered un- 
der any of the other three categories 
would be covered under a standard 
plan. It is estimated about 600,000 per- 
sons will be covered under this plan 
at an annual premium of about $60 
million. 

The standard plan would provide a 
$12 daily hospital benefit for 70 days; 
20 times the daily benefit, with a max- 
imum $240, for miscellaneous fees; a 
surgical schedule with a maximum of 
$200; in-hospital medical benefits of 
$3 daily; diagnostic laboratory benefits 
of $50 a year, with $25 allowed for 
each occurence; and maternity benefits 
of $150. 

A major medical expense benefit is 
included under which the employe will 
be reimbursed, up to a maximum of 
$2500, for 75% of his medical expenses 
over the basic benefits and over a $100 
corridor deductible. 

For the approximately one million 
federal employes now covered by Blue 
Cross-Blue Shield, the government 
would take over one-third of their pre- 
mium payments. The same arrange- 
ment would be made for present group 
plans offered through employes’ agen- 
cies. 


The fourth possibility would be pur- 
chase of coverage from an insurer by 
employes of a local governmental of- 
fice, providing 75% agree to join the 
group and permission is obtained from 
the head of the agency. 

The bill includes a provision for con- 
tinuance of the coverage after retire- 
ment of employes, though there would 
be no participation on the part of the 
government. Employes also would be 
allowed to convert to a personal policy 
on leaving government service. 

The program includes a formula for 
distributing reinsurance under which 
it is stated that any “legally compe- 
tent” insurer would be eligible. Tenta- 
tively 50% of the reinsurance would 
go to insurance companies and the oth- 
er half to organizations such as Blue 
Cross and Blue Shield. Under the for- 
mula smaller companies would receive 
a relatively larger proportion of the 
reinsurance than the larger companies. 
For example, insurers would be allot- 
ted so much reinsurance for the origi- 
nal $100,000 of annual claim payments 
and correspondingly lesser allowances 
for each additional $100,000 of claim 
payments. 

Arthur M. Browning, New York 
Life, characterized a current attitude 
of many pension trustee advisers as 
presenting a major problem for insur- 
ers. They argue they now do all of the 
administrative work and consequently 
many funds would be better off self- 
insuring. To dispel this attitude, Mr. 
Browning said insurers will have to do 
a much better job of selling, pointing 
out clearly the many advantages of- 


fered by the insurance company. The 
insurer offers a dollar spread not oth- 
erwise available, and in addition of- 
fers a creative talent that is much bet- 
ter suited to make improvements in a 
plan and see that it follows economic 
changes. 

At the Monday afternoon session on 
sales and service, Emil E. Brill of Gen- 
eral American Life and T. S. Baldwin, 
T. P. Coyle and R. I. Finell, all of Mu- 
tual Benefit H.&A., spoke on personnel 
training of group underwriters and 
field representatives. 

Mr. Coyle reviewed home office 
training and Mr. Baldwin discussed 
field training. 

Mr. Coyle pointed out that it is in 
the underwriting section that a man 
learns to overcome the over-optimism 
of the producer and the over-pes- 
simism of the claim man by analyzing 
each case thoroughly. Here he learns 
the functions of various company de- 
partments and how they are related. 
Through close association with the un- 
derwriter who is training him he 
learns the proper procedures for han- 
dling the work which he will be re- 
quired to do. 

Upon assignment to a field office, 
Mutual Benefit underwriters are first 
assigned to inside administrative work, 
Mr. Baldwin said, so that practical in- 
formation gleaned through home office 
training can be put to use immediately. 
The next step is to send them out with 
trained men, who gradually shift the 
responsibility to the trainees. 

After a new field man has had ex- 
perience giving field service, he is 
taken on sales calls by his manager 
and again, as he becomes ready, he is 
given the reins. His performance is a 
governing factor in determing wheth- 
er the man will be put into sales, serv- 
ice or claim work. 

The field agent’s training is supple- 
mented with home office bulletins and 
regional meetings. One such meeting 
is being held in Chicago in conjunction 
with the conference-bureau sessions. 
New sales ideas and techniques and 
current writing practices are to be dis- 
cussed. 


The A&H company eyeing broker- 
age business must recognize there is an 
important difference between a broker 
and its regular agents, Fred T. Googins, 
Massachusetts Mutual Life, pointed 
out at Tuesday’s session. The regular 
agent has certain obligations regarding 
the placing of his business, whereas 
the broker is not a so-called company 
man and his interests for the most part 
are going to favor only his consumer 
client. 

Generally, the broker has a greater 
and more flexible degree of control 
over the business, and this alone is one 
of the primary reasons for developing 
substantial brokerage connections, the 
speaker said. The broker, with his in- 
terests embracing all lines of coverages, 
has a fertile and far-reaching area for 
prospecting with respect to group life 
and A&H. Included among the clientele 
of the general broker are the biggest 
employer prospects. 

Mr. Googins stated consideration 
must be given to scope of the product 
available and the cost at which it may 
be offered if a company is to achieve 
substantial participation in brokerage 
business. Because he is the servant of 
only his client, the broker is in a po- 
sition to go far afield in seeking com- 
petitive bids and comparative analy- 


sis, and it may be the client’s primary 
consideration is solely that of net cost. 

Describing progressive underwriting 
developments as the ultimate in brok- 
er attraction, Mr. Googins said notice 
of these must be given immediately so 
the broker can keep ahead of or at 
least in step with his competitors. 
While a broker may be tolerant of a 
company’s disposition to proceed more 
slowly than others in fields of explora- 
tion, he will take a dim view if he is 
not looked upon as a preferred client 
who is informed of changes immediate- 
ly. He warned the broker will not be 
long-suffering in this regard, however. 
From the nature of his business the 
broker is in an outpost position, often 
subjected to severe pressure, and as a 
result is disposed to indulge his imag- 
inative powers with considerable vigor. 

Because brokers frequently are con- 
cerned with large and extensively or- 
ganized employers, Mr. Googins said 
their problems are commensurably 
greater than those of the regular agent. 
Brokers expect help in solving their 
problems and they will go where they 
can best obtain it. Frequently there are 
alternatives which need to be proposed 
and examined, and if flexibility is 
made evident at the time of the sale, 
there is assurance in the mind of the 
purchaser that he is in good hands and 
problems of the future will be resolved 
with similar consideration. 


Observing there must be a high de- 
gree of confidence between broker and 
company, Mr. Googins said he favors 
cultivating a somewhat selective brok- 
erage clientele rather than playing the 
field. He said there must exist a mu- 
tual knowledge of broker-company 
capabilities, organization and work 
habits—something that must be ac- 
quired by constant association. 

Mr. Googins recommended careful 
selection of the field representatives 
who will develop brokerage business, 
particularly from the larger firms. 
They will be working not only with 
brokers but also with the broker’s cli- 
ents, and their abilities will have much 
to do with the broker’s relationships. 

Service, more than any other con- 
sideration, is the basis of successful 
brokerage activity, Mr. Googins said. 
The broker dotes on it, expects it, de- 
mands it and is entitled to it. 

Mr. Googins viewed the brokerage 
fraternity, with its thousands of par- 
ticipants, as constituting heavy artil- 
lery in meeting a greater portion of the 
cost of illness through insurance. 
Brokers can play a major role in ed- 
ucating labor and management as to 
their place in the evolution of social 
insurance, and they also reach the 
smaller but equally important consum- 
er units. 


Luncheon speaker Tuesday was Bob 
Considine, news commentater and col- 
umnist. 

Other Tuesday speakers were J. E. 
Hellgren, Lumbermens Mutual Casual- 
ty; J. M. Rodemeier, Continental As- 
surance, and T. A. Watson, Lincoln 
National Life. Mr. Hellgren’s talk is 
reported elsewhere in this issue. 

Thomas A. Watson, group sales 
manager Lincoln National Life, opined 
that the good agent and broker wants 
to justify his position in a group case 
and there is even the danger of ex- 
pending too much time and effort for 
the commission involved. However, 
there is also the possibility of agents 
depending too much on group men and 
losing contact with the employer and 
employe. Clients may feel they had 
done little to earn their group commis- 
sion. Also opportunities for estate plan- 





Bruce Bare, Los Angeles, left, re- 
ceives New England Mutual’s presi- 
dent’s trophy from President O. Kelley 
Anderson in recognition of his agency’s 
achievement in five agency-building 
categories in 1954. The presentation 
took place at the annual meeting of the 
company’s General Agents Assn. at 
Hollywood, Fla. The agency averaged 
more than $1 million a month. Five as- 
sociates were among the top 100 in 
the company, and three are members 
of Million Dollar Round Table. 








ning for the executives and sale of 
smaller policies to employes are lost. 

Lincoln National decided to train its 
group men to help the agents and 
brokers with their group prospects but 
insisted they carry their part of the 
sale. In exchange, the group men 
would be on the look-out for “ordinary 
by-products” for the agent or broker, 
and in many instances help him pro- 
mote ordinary sales. 

It was decided to build a sales and 
service force by bringing in new men 
of a very high potential, even though 
not experienced in the business. Many 
of the men came directly from college, 
and although the record of turnover of 
college men in their first jobs is very 
high, he said, “we have been success- 
ful in keeping our turnover at a min- 
imum. Most of the men are currently 
studying for CLU in order to be more 
effective in aiding the solicitor.” 

Mr. Watson said training the agency 
force in the sale of group by having 
them present on every sales or service 
call has improved the agents’ earnings 
through “by-products” and the major- 
ity of them are now in a position to 
make smaller group sales without the 
help of group men. 


Turning to service men, he said at 
present the company has no men in the 
field whose primary function is other 
than the sale of new business and he 
did not expect any expansion in the 
future except along these lines. Some- 
one must effectively instruct the client 
in routines and make periodic calls, 
the greatest advantage of such calls 
being assurance that the client is “get- 
ting the most morale for his group in- 
surance dollar. I don’t believe this has 
been done effectively in the past by 
someone who is not remunerated di- 
rectly for building morale and the par- 
ticipation in the case.” 

The company’s system of sales and 
service is based on a method of incen- 
tive compensation which is purposely 
kept at a bare subsistence level. 
Everything over and above salary is a 
percentage of sales tied to the reduc- 
ing commission scale of the agent and 
general agent to keep his compensation 
adequate on the smaller cases but not 
exorbitant on larger ones. Income from 
old business, which entails proper 
conservation of profitable clients, be- 
comes increasingly important to him. 
Also, it is highly desirable that every 
effort should be made to retain busi- 
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ness that has passed its initial years of 
high administration cost. ; 

John Rodemier, assistant to the vice- 
president of Continental Assurance, 
said there is no need to go into detail 
as to what constitutes service in regard 
to a group case, but briefly his com- 
pany believes that it means prompt, 
efficient payment of claims, proper ad- 
ministration, straightening out of bill- 
ing problems, and making certain that 
the client is happy with the plan that 
he has purchased. He said the sales 
and service department of his compa- 
ny developed out of a need to offer 
better service to clients and the need 
to stimulate sales through the general 
agency system. ; 

The service department which is 
comprised of young men, either in the 
home office or in the branch offices, 
with the primary job of servicing gen- 
eral agents and/or brokers, follows a 
definite company rule that no one from 
the department will call on any cli- 
ents without first discussing their pur- 

e of the call with the broker who 
produced the business. 
e e @ 

Mr. Rodemier devoted the major part 
of his talk to service rather than sales. 
He believes good service develops fu- 
ture sales, “because a satisfied client 
means a Satisfied agent or broker— 
our main source of new business.” 

The combination sales and service 
department’s job is to make certain 
the buyer is pleased, with the main job 
of the sales department to educate gen- 
eral agents and managers to the oppor- 
tunities in the group field, he said. Ten 
years ago 75% of the company’s group 
production came.from agents and brok- 
ers outside of the company, while to- 
day 75% of group production is 
through the company’s own general 
agents. 

Speakers at the Tuesday afternoon 
session on A&H conversions were Alan 
M. Thaler of Prudential, C. S. Lembkey 
of Continental Casualty and A. Howard 
Hotson of Zurich. 

Mr. Hotson gave the history and re- 
sults of Zurich’s conversion plan to 
solve the problem of the retired em- 
ploye who wants group benefits con- 
tinued in an individual policy. 

The plan was instituted in 1940 at 
the request of field men. Using as a 
pattern the conversion privilege used 
in group life, the hospital policy was 
amended so that retiring employes un- 
der 65 could maintain benefits without 
evidence of insurability or medical 
examination. The right to refuse re- 
newal at any premium due date was 
reserved, and rates were from 35 to 
50% above the then current group 
rates. No commissions were paid. 


Only a small percentage of employes 
leaving group coverages took advan- 
tage of the conversion privilege, Mr. 
Hotson said, so that handling facilities 
were not overtaxed. Premiums re- 
ceived were adequate to cover both 
losses and expenses, even though re- 
newals were on a very lenient basis. 
and in 1951 the 65 year age limit was 
removed and benefits increased. 

From limited statistics available for 
the 1951-53 period, Mr. Hotson said 
it has been estimated that only 1.5 to 
1.6% of those eligible to convert actu- 
ally do. For each 100 employes con- 
verting there have been policies issued 
for an average of 166 individuals. The 
voluntary lapse ratio is high. 

; For the period, Zurich’s premium 
income was about $80,000 and the 
claims ratio between 70 and 80% of 
Premium on this type of business. It 
appears the loss ratio is gradually 
rising, he said. At present, Zurich has 


covered about 1,300 individuals for an 
annual premium of about $40,000. 

A. G. Weaver, John Hancock Mutual, 
and D. W. Pettengill, Aetna Life, dis- 
cussed making coverage available for 
retired employes and their dependents. 
This session will be reported next 
week. 

The workshops featured 10 topics 
covered in two sessions each morning 
so that those attending were able to 
sit in on more than one discussion. 
Evidencing the high interest, there 
was a good attendance at each session 
and wide participation in discussions. 

Major medical insurance was put 
under the glass Wednesday morning, 
Edmund B. Whittaker, Prudential, re- 
viewing developments to date, and A. 
M. Wilson, Liberty Mutual, outlining 
what lies ahead for the future. Mr. 
Wilson’s talk is reported elsewhere 
in this issue. 


Quillan Heads Pru 
Office Administration 


Prudential has named 2nd Vice- 
President Francis S. Quillan as head of 
the general office administration de- 
partment, succeeding Ronald G. Stagg, 
who is returning to Lincoln National. 

Mr. Quillan has been connected with 
the planning and development depart- 
ment since last year. He joined Pru- 
dential in 1933 and was elected 2nd 
vice-president in 1948. 

Mr. Stagg served as actuary and 2nd 
vice-president of Lincoln National be- 
fore becoming president of North- 
western National, which he left to join 
Prudential in 1952. 


Great-West Racks Up 
Giant Strides in 1954 


Great-West Life placed a _ record 
$393,018,704 of new business during 
1954, compared with $313,093,664 the 
preceding year. Insurance in force rose 
from $2,370,863,574 to $2,685,495,464. 
New group business of $163 million 
was a substantial gain and group in 
force at year end totaled $875 million. 
A&H premiums were at a record $14,- 
700,000, up almost $3 million. 

Assets stood at $513,976,475, as 
against $477,597,909. The net rate of 
interest earned was 3.93%, compared 
with 3.76%. The contingency reserve 
and surplus were increased by $2,797,- 
000 and together with capital now 
total $27,900,000. Benefit payments 
amounted to $44 million. 


Bankers Life & Casualty 
Denies FTC Charges 


(CONTINUED FROM PAGE 1) 

hibits could be approved by Mr. 
Laughiin at one time. Even under the 
speed-up, it took nearly an hour to 
have the first 69. exhibits introduced. 

Representatives of Continental Cas- 
ualty, Combined, Reserve Life of Dal- 
las, and United of Chicago were on 
hand as the hearing opened. Also at- 
tending were C. C. Fraizer of Lincoln, 
general counsel of H&A Underwriters 
Conference; Robert S. Neal, resident 
counsel at Washington for the confer- 
ence and Bureau of A&H Underwrit- 
ers, and A. L. Kirkpatrick, insurance 
manager of the U. S. Chamber of Com- 
merce. 


Conn. Mutual G. A. Advisers 


New members of Connecticut Mu- 
tual’s general agents’ advisory com- 
mittee are C. A. Helland, San Anton- 
io; Norris Maffett, Philadelphia; T. N. 
Moody, Ft. Worth, and C. E. Stumb, 
Detroit. W. K. R. Holm, Providence, 
and J. T. Purves, Albany, are co-chair- 
men. 
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B.M.A. Makes Several Changes at Home Office 
= be — ALS 


Back row, B. V. Alton, J. C. Wittlake, E. A. Carlson, D. H. Armstrong, G. M. 
Aldridge; front row, W. D. Grant, J. G. Phillips, C. M. Barricklow and J. W. 


Sayler. 


John W. Sayler, vice-president in 
charge of sales of Business Men’s As- 
surance, has been elected to the board. 
With B.M.A. since 1932, Mr. Sayler 
has served as_ vice-president since 
1947. He is a director of LIAMA. 

W. D. Grant, reinsurance vice-pres- 
ident and a director, was elected to the 
finance committee. He takes the place 
of his late father, W. T. Grant who 
was chairman and founder of the com- 
pany. He has been a vice-president 
since 1951. 

C. M. Barricklow was named group 
vice-president. He was a sales repre- 
sentative from 1938 to 1948 when he 
went to the home office as a sales as- 
sistant. He has been assistant vice- 
president since 1953. 

In addition, John G. Phillips was 
named assistant vice-president, 


George Aldridge assistant secretary 
and D. H. Armstrong director of sales 
service. 

J. Clarke Wittlake, assistant to the 
president; E. A. Carlson, assistant sec- 
retary, and B. V. Alton, director of 
personnel, were made members of the 
administrative committee. 


Ia. Governor Suggests 


Retaliatory Premium Tax 


DES MOINES—Governor Leo Hoegh 
in his budget message to the Iowa leg- 
islature said the state could increase 
its revenue $600,000 a year by enacting 
a retaliatory insurance tax law. The 
present Iowa premium tax is 2%. The 
governor would require foreign insur- 
ers to pay the same tax in Iowa as 
charged against Iowa companies oper- 
ating in their home states. This would 
go as high as 6% in some cases. 








More than a BILLION DOLLARS of Life Insurance in force 
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NFC Proposed Uniform 
Code Now Under Study 


Copies of a proposed uniform fra- 
ternal code for the National Fraternal 
Congress have been sent to its mem- 
ber-societies and members of National 
Assn. of Insurance Commissioners for 
them to study and make suggestions 
for changes. 

March 15 has been set as the dead- 
line date for suggestions to be made, 
after which subcommittees of the 
NFC and NAIC will meet to go over 
them. The final code adopted by the 
two groups will be submitted to the 
NAIC and NFC for their approval. 

The proposed code, (redraft dated 
Jan. 6) is a result of an NAIC frater- 
nal committee suggestion in December 
of 1953 that efforts be resumed for the 
adoption of a uniform fraternal code. 
The subcommittees that have been 
working on it have already héld three 
joint sessions. 


1955 Quota of $100 Million 
Is Set for K. of C. Agents 


A 1955 insurance quota of $100 mil- 
lion was disclosed by Supreme Knight 
Luke E. Hart at the Knights of Co- 
lumbus mid-winter agents’ meeting at 
Chicago at which several new records 
were reported for 1954. 

These included applications for $76,- 
225,500 of new adult and juvenile 
business, a 39% gain over 1953; a new 
high in memberships and amount in 
force, 328,875 and $479,155,838, re- 
spectively, and a new monthly high in 
December of $8 million in business. 

The supreme knight’s campaign con- 
ducted during the last quarter of the 
year resulted in more than $22 million 
of written and paid for insurance re- 
ceived at the supreme office. 


Gleaner Life to Build 
at Birmingham, Mich, 

Gleaner Life has acquired a 2% acre 
site at the southeast corner of Wood- 
ward and Quarton avenues, Birming- 
ham, Mich., on which construction of 
a new home office building will begin 
sometime this year. It is estimated 
that the project, including land, will 
cost about $1 million. The present 
Gleaner head office in Detroit was 
constructed in 1909. 


Printing Plant Dedicated 


The Knights of Columbus new print- 
ing plant in New Haven was dedicated 
in ceremonies participated in by May- 
or Lee, Gov. Ribicoff, Supreme Knight 
Luke E. Hart, and Archbishop O’Brien 
of Hartford, who blessed the building 
and new presses. The plant is equipped 
to handle the printing for the more 
than 3,500 local councils. 


Hear Logan at Chicago 

The Chicago Fraternal Underwrit- 
ers Assn. January meeting was an all- 
day sales session addressed by Russell 
Logan, Ohio State Life general agent 
at Bloomington, Ill. Topics covered in- 
cluded a newer and quicker discount 
method for arriving at insurance 
needed, programming and estate plan- 
ning. 














Maccabees Promotes Taylor 

Thomas A. Taylor has been advanced 
to underwriting specialist by the Mac- 
cabees. Mr. Taylor, with Maccabees at 
the home office since 1941, has been 
actuarial assistant. 


Fete Lutheran Brotherhood Leaders 
Twice as many Lutheran Brother- 
hood representatives qualified for 





membership in the President’s Club in 





1954 as were selected in 1953. The 28 
producers of $500,000 or more were 
honored at a luncheon at Minneapolis. 

Leroy Backberg, Staples, Minn., 
Clinton Bell, San Francisco, and Wal- 
ter Luecke, East Paterson N. J., who 
reached the goal in less than a year 
of service, described their activities. 
Special recognition went to James B. 
Williams, Baltimore, who topped the 
list, and Herbert Mullen, Stoughton, 
Wis., second. 


Baltimore CLU Seminar 
Scheduled for Feb, 17 


The Baltimore CLU chapter’s annual 
sales seminar Feb. 17 will be on busi- 
ness life insurance and the 1954 rev- 
enue act. 

Speakers will include H. Bruce Pal- 
mer, Mutual Benefit Life’s president; 
Daniel P. Cavanaugh, Aetna assistant 
general counsel; Edwin H. White, vice- 
president of R&R, and Willis B. Snell, 
III, Washington attorney. 

Working with the CLU on the semi- 
nar are the Baltimore Life Underwrit- 
ers Assn., General Agents & Managers 
Round Table and Life Insurance Trust 
Council. 








Asks Proposed Dixon-Yates 
Loan Be NAIC Zone 6 Topic 


The contemplated $77 million loan 
by Metropolitan Life and New York 
Life to the Dixon-Yates combination, 
if that contract finally is approved by 
congress, may be a topic on the agenda 
of the Zone 6 meeting of National Assn. 
of Insurance Commissioners March 9- 
10. 

Commissioner Holmes of Montana 
in a letter to Zone Chairman Sullivan 
of Washington asked that this subject 
be included in the agenda. Noting that 
the Dixon-Yates combination has been 
a heated controversial issue, he said he 
was “thoroughly opposed to any in- 
vestment of funds by insurance com- 
panies where policyholders’ money is 
placed at risk in such a venture as 
proposed.” 


$1,015,000 Jan. for Nashem 


NEW YORK—Mutual Benefit Life’s 
Lee Nashem agency, which did an $8 
million business in 1954, reported $1,- 
015,000 of paid-for business in Jan- 
uary. 

The agency’s growth over the past 
seven years was complimented by 
Richard E. Pille, vice-president in 
charge of agencies, at its annual lunch- 
eon meeting. 

Mr. Pille termed as “outstanding 
progress” the agency’s increase in bus- 
iness from $1.4 million in 1948 to last 
year’s new high and its growing sales 
force which has increased from five 
to 25 agents during the same period. 

Mr. Pille presented the National 
Sales Executive Club’s distinguished 
salesman award to Albert Greenhouse. 
The club’s award of achievement went 
to James Slote and Murry Greenberg. 
Seymour Block was presented as the 
agency’s “man of the year.” 


CLU Economic Meet Set 


Chicago CLU chapter’s economic 
conferénce covering section I of the 
CLU course is scheduled for Feb. 16 at 
the Hotel La Salle. The panel sessions 
will begin at 9 a.m. and end at 1. There 
will be a mid-morning intermission 
but no lunch. 

The panel will deal with employe 
benefit plans and chairman is George 
H. Gruendel, New England Mutual 
general agent. Participants are John A. 
Churchman, group manager Great- 
West Life, who will handle group ben- 
efits; Charles A. Cummins, Equitable 
Society, who will take care of the pen- 
sion planning section, and from out of 
town, Adon N. Smith II, Northwestern 
Mutual Life, president Adon Smith & 
Associates of Charlotte, N. C., profit 
sharing. Tickets are $5. 

A session on section II of the CLU 
covrse is scheduled for April 5. 











Late News Bulletins 
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$161,934,845. In excess of $500,000 was credited to surplus after all reserves were 
set up and at year-end there were $131.72 of assets for every $100 of liability. 
A quarterly dividend of 15 cents per share was declared, payable April 29 to 


stock of record April 11. 


FTC May Get More Power Over A&H Ads 

A suggestion has been made in Congress that it should consider giving the 
federal trade commission broader authority to control A&H advertising if 
its jurisdiction in the current investigation be successfully challenged. The 
proposal was made at a House commerce committee meeting on federal 


agencies within its jurisdiction. 
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1954 1954 1953 

Increase in Increase in 

New Life New Life Life Ins. Life Ins 

Ins. Bus. Ins. 1 In — In Force 

$ 

Columbian National Life ...........csccssesees 81,770,428 52,398,787 51,655,008 17,386,149 
Commonwealth Life . 179,103,888* 170,953,547 85,136,694 97,680,310 
Continental Assur. ..... . 588,219,460 354,036,733 539,673,179 409,182.087 
Liberty National Life . 188,117,023 170,414,759 68,593,935 57,401,784 
Life of Virginia 298,388,749 242,679,557 165,574,372 131,082,920 
North American Life 887,309 108,376,861 90,905,213 85,885,552 
Ohio State Life 34,464,473! 33,663,912? 6,713,673 16,850,388 
Texas Prudential 54,385,564 52,903,793 9,017,251 11,599,508 
276,028,597 198 112, 070 160,864,659 118,323,678 


Washington National 


New business figures oe the following amounts of revivals and increases for 1954 and 


1953 respectively: 1, $851,864, $500,209. 


- ‘aaa includes és following amount of group life for U. S. government employes: *$15, 269,- 








Allsopp. Kvernland 
Rode, Advanced by Pru 


Thomas Allsopp, II, executive gen- 
eral manager of Prudential’s regional 
home office in Jacksonville, Fla., since 
1954, has been elected 2nd vice-presi- 
dent and will return to the home of- 
fice in Newark to join the planning and 
development department. 

Jack T. Kvernland, a fellow of the 
Society of Actuaries, who has been 
general manager of the comptroller’s 
department since 1952, was advanced 
to executive general manager at Jack- 
sonville to replace Mr. Allsopp. He 
joined the company in 1940. 

Erwin A. Rode, assistant actuarial 
director since 1951, was elected assis- 
tant comptroller and will take over the 
duties formerly performed by Mr. 
Kvernland in Newark. He is a fellow 
of the Society of Actuaries. He joined 
Prudential in 1948. 

Mr. Allsopp was named general 
manager of the ordinary policy depart- 
ment in 1948, and went to Toronto in 
1950 as director of administration, 
when the company established its Ca- 
nadian head office there. 





N. W. National Has Best January 

With written sales totaling $11,498,- 
000, January was the best such month 
in Northwestern National’s history. 
White & Odell, Minneapolis, was the 
leading agency with production of bet- 
ter than $2,600,000. 


N. Y. Incontestability Bill 

A bill has been introduced in the 
New York legislature providing that 
an A&H policy would be incontestable 
after two years instead of three years 
as to statements contained in the appli- 
cation. 


FRANKLIN O. NICHOLS. 65, as- 
sistant to the personnel director of 
Metropolitan, died at his home in New 
York City. He joined the company in 
1945. He was recognized as an author- 
ity on interracial problems and had 
done considerable work in this field. 


GEORGE E. TOWNSEND, 64, secre- 
tary of Philadelphia Life, died at his 
home in Merchantville, N. J., after a 
short illness. 


FRED L. TUOHY, 79, a retired as- 
sistant supervisor of John Hancock’s 
Rochester office, died. 








Pension Funds Going 


into Investment Market 

During the first 75 days of 1955, 415 
employers having approximately 500 
of the 27,000 private retirement plans 
now in effect will be contributing 
about $600 million to their trust funds 
and insurance companies for invest- 
ment, according to a report compiled 
and released by Employee Benefit 
Plan Review Research Reports, Chi- 
cago. 

Names and data for 501 companies 
are included in the report, along with 
their tax year dates. Approximately 
83% of the companies (415) are ona 
calendar year tax basis (Dec. 31) and 
they contributed $609,841,761 or 90% 
of the $677,753,831 total for the 501 
companies during the last year for 
which data is available (1953 in a 
majority of cases). The internal reve- 
nue code requires employers on an ac- 
crual tax basis to complete their con- 
tributions to retirement funds within 
75 days after the end of their taxable 
year. 

An average annual contribution of 
$1,280,000 to employes’ retirement 
plans was reported by 510 companies. 
For 208 companies which provided 
data on both their past service (prior 
to start of plan) and future service 
contributions, 68% of the total con- 
tributions represented credits for fu- 
ture service (after installation of 
plan). 

For 309 companies which reported a 
total of $1,019,112,428 in unpaid past 
service liability, the average was $3,- 
330,000 per company. For the 173 com- 
panies which reported data which 
could be compared, the average past 
service contribution for the year was 
11.4% of the remaining unpaid past 
service liability. 


Bankers National Record 


Bankers National in January re- 
corded the largest ordinary volume in 
a single month in its history, with pro- 
duction 83% over January, 1954 and 
57 oe a than its previous highest 
mon 


Liberty Life Occupies New Home 
Liberty Life has moved into its new, 
$2.5 million, four-story home office in 
Greenville, S. C. The building, the 
largest single office structure in the 
state, has year-round air-conditioning. 
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More than any other human agen- 
cy, the life insurance salesman 
effectively imposes a pattern on 
the future, winning, in the daily 
pursuit of his profession, a highly 
respected place in his community. 








“Here's what I mean. This TV show got me to thinking about 





a we ‘ 
Wy 2 the future—my own future and my family’s—and with the help 
sy 
< 


of a life insurance agent, I did something about it. If anything 


= happens to me, my new life insurance program will take care of 


Janet and the children. They'll have a home, an income, and 
enough to pay the expenses of college. That’s having the cake. 
But if I’m still around at retirement age, then I'll begin to eat it, 
too—because this same life insurance program will pay me a 
monthly retirement income just as long as I live. Maybe I'll be 


taking a real trip to the moon in my old age.” 


ETNA LIFE INSURANCE COMPANY 


HARTFORD 15 [MUM CONNECTICUT 











The Case of the MAULED MAILMAN 





























Solved by Accident insurance 


A rural letter carrier was stuffing mail into a roadside box when his foot slipped off 
the clutch and his car darted forward. He rode several yards down the road with the 
uprooted mailbox as an unintentional sleeve. (Claim payment—over $500) 


No one is immune from accidents. They happen without warning . . . striking 
suddenly and leaving lingering effects. Even when the pain is gone, savings can be used 
up, or earning power permanently impaired. 


But if your clients have Accident Insurance, they will be sure of important finan- 
cial protection, helping to pay medical expenses, and providing weekly indemnity 
payments during disability. 

Your nearest Travelers manager will be happy to give you full details of The 
Travelers up-to-date Accident contracts . . . backed up by a full selection of sales- 
building advertising and leaflets. 


THE TRAVELERS INSURANCE COMPANY 


Hartford 15, Connecticut 








